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CASUALTY MEN 
IN CONVENTION 


Lengthy and Interesting Program Cov- 
ering Four Days at Old Point 
Comfort. 
DISCUSSING VITAL PROBLEMS. 
Addresses by Many Men Prominent in 
the Business—Past Year An 
Active One. 


The second annual convention of the 
International Association of Casualty 
and Surety Underwriters opened in the 
Hotel Chamberlain at Old Point Com- 
fort, Va., on Tuesday, and will continue 
throughout the week up to and includ- 
ing Friday. A very lengthy program 
has been arranged which calls for meet- 
ings by the seven sections of the asso- 
ciation in addition to the general ses- 
sions. An unusually large number are 
in attendance and much important busi- 
ness is expected to be accomplished by 
the convention. 

The first general session was opened 
by President William Brosmith of the 
Travelers, who introduced Governor 
Mann of Virginia. The latter welcomed 
the delegates and a response on behalf 
of the association was made by James 
V. Barry. 

Secretary F. Robertson Jones report- 
ed that the association membership con- 
sists of seventy-four companies, three 
individuals and one honorary member. 

The report of Treasurer George E. 
Taylor showed receipts of $9,653.96 dur- 
ing the year and a balance of $3,196.09 
on hand August 1. 

President Brosmith’s Address. 

President William Brosmith in his 
annual address insistea that the com- 
panies have not taken as full advantage 
of their opportunities for co-operation 
with each other and with organizations 
representing other departments of in- 
surance as they might, and particu- 
larly that they have not taken due 
advantage of the facilities of the Inter- 
national for effective work in matters 
of legislation, departmental affairs and 
insurance education. He claimed that 
all that is now being done for the 
companies in special lines by various 
existing associations and bureaus may 
be accomplished more ~ expeditiously, 
more effectively and with greater 
economy under the direction of the 
appropriate sections of the Inter- 
national. Furthermore, that while it 
may be well to maintain in the various 
States and even in smaller political 
and geographical divisions associations 
to guard local interests, the general in- 
terests of the companies will best be 
served by this international organiza- 
tion to which the State or other local 
associations should be subordinated. 

He also urged that if the companies 
are to bring home the truths of insur- 
ance and the creeds and platforms of 
the companies to the general public 
threugh that powerful influential body, 

(Continued on page 14.) 
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Casualty & Sure 


Organized 1853 « 


THE HOME 
Insurance # Company 


New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 
Assets, January Ist, 1912 
Liabilities (including capital) 
Reserve as a Conflagration surplus 
Net Surplus over all liabilities and reserves 


SURPLUS AS REGARDS POLICYHOL DERS, $18,615,440. 


$32,146,564 
18 331,124 
1,800,000 
13,815,440 


Insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





Entered United States 
1866 


North British 
and Mercantile 
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Established 1809 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 











T will pay the man who is a producer, or 
qualified to train agents, to write us to-day. 
Excellent positions to men of character and 
ability. Good openings at this time in Penn- 
sylvania, Ohio and West Virginia. We want 
good men. Write us. 


PITTSBURGH LIFE AND TRUST CO. 


HOME OFFICE, PITTSBURGH, PA. 


W. C. BALDWIN, President HOWARD 8. SUTPHEN, Director of Agencies 


WESTERN UNIONS 
INSURANCE SCHEME 


From 150,000 to 200,000 Employes 
Affected by Project—Annual Salaries 
Over $100,000,000. 

SERVICE BASIS OF BENEFITS. 
President Vail Outlines Plan to be 
Followed—its Advantages to In- 
surance Men. 


Among the gigantic plans for the in- 
surance of employes in case of illness, 
injury or death by a corporation that of 
the Western Union Telegraph and the 
American Telephone, now in contem- 


plation once effective, will surpass all 
others in magnitude. Some 150,000 to 
200,000 employes the number varying 
between these figures with annual sala- 
ries or incomes aggregating at least 
$100,000,000 will be included in the un- 
dertaking. 

Complete details as to the operation 
of the plan have not as yet been worked 
out, but an outline of the essential 
features have been given by President 
Theodore N. Vail. 

An employe will not be eligible for 
benefits under the insurance system un- 
til a service of two years has been 
rendered. In case of illness or injury 
to an employe who has been identified 
with the company for two years, one 
half wages will be paid during the 
period such employe is incapacitated 
for service. The amount payable will 
be increased proportionately with the 
additional period of service, so that 
where an employe who has served the 
company for five years is unable to at- 
tend to business owing to sickness or 














accident the full salary or wage will be 
| paid during such enforced absence from 
| duty. 

Death benefits are to be granted in 
case of demise after five years’ ser- 
| vice, the amount payable being one 
half of the annual salary or wage in- 
|come. This amount will be increased 
|in proportion to period of service, and 
| where death occurs to an employe who 
|has been employed for ten years or 
| over a full year’s salary will be paid to 
| his or her beneficiaries. 
| In addition thereto, it is proposed to 
| inaugurate an old age pension system 
| which will have a fixed value at the end 
| of each year, somewhat similar to the 
| cash surrender value of a life insurance 
| policy. 


President Vail’s Ideas. 

Asked for a statement as to the basis 
| upon which the great scheme will be 
constructed, President Vail outlines his 
ideas in brief as follows: 

“I believe that the young men and 
women should be encouraged to stay in 
our employ, as well as the veterans. The 
plan as it now stands follows: 

“First—I believe that it will be possi- 
ble to insure our workers at the end of 
two years’ service. I think that period 
the shortest term of service that would 
entitle a worker to the insurance bene- 
fit, for by that time he has demon- 
strated his intention to remain with us 
and we may reasonably expect that he 
will continue with us for years. 

“Second—If, after two years’ period, 
an employe is disabled or ill, I am con- 
vinced that we will be able to pay him 
at least half of his week’s wages dur- 
ing the entire period of his absence 
from work. The benefit should increase 





with the terms of service. After five 
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years of continuous connection with 
either the Western Union or American 
Telephone, I think it will be possible to 
allow disabled employes the full amount 
ef their weekly salary while they are 
absent from work. 

“Third—Besides this, we expect to 
establish a death benefit. When five 
years have been spent in the service of 
the company we should be able to pay 
the survivors of our working people 
who die in the service half of their en- 
tire yearly salary. After ten years of 
employment I believe the beneficiaries 
of the employes who may have died may 
be paid the full amount of the yearly 
wage of the dead relative. The system 
I am outlining may be different from 
the one we will actually inaugurate next 
fall, but in detail only. 

“The great outlay of money necessary 
to maintain this insurance feature of 
our business will be offset by the in- 
creased efficiency of our employes. It 
will encourage them to save time. Un- 
der this system men and women will, 
in a sense, become partners. There will 
be less loafing on the job.” 

Discusses Pension Systems. 

Mr. Vail also discussed at some 
length the question of old age pensions. 
He said he was at work upon an insur- 
ance proposition in connection with the 
pension system of the New England 
Telephone and Telegraph Co., which 
went into effect July 1, that would make 
it possible for employes to purchase in- 
surance, up to $10,000 at a lower rate 
of premium than is now charged by life 
insurance companies under a single 
policy. 

It has been stated that this will be 
possible through a Group Policy taken 
with a life insurance company, the 
Equitable Life and Travelers being 
mentioned in this connection, although 
President Vail would neither confirm 
nor deny the report. We quote from his 
views on old age pensions as follows:— 


“Old age pensions have always ap- 
peared to me to be something to talk 
about rather than an actually realized 
benefit. By the pension system just put 
into effect in New England we have 
overcome old difficulties. By many com- 
panies the hope is held out to the faith- 
ful employe that some time in the dim 
future, if he is very faithful and escapes 
discharge for a long period of years, he 
may receive as a solace in his declining 
years an annuity representing a portion 
only of his yearly wage while actually 
employed. 

“This promise to care for the indigent 
worker after his usefulness is passed is 
not always realized, for frequently the 
usefulness of the man is found to have 
passed before the time set by the sys- 
tem for his retirement. In this case he 
is discharged and nothing is done to 
make his old age free from hardship. 
We have had under discussion for over 
a year various plans looking to the es- 
tablishment of a real system of continu- 
ous protection for our employes. I have 
had experts in figures busily at work 
for many months preparing some 
scheme whereby our younger men and 


women feel secure in their employment 
—feel certain that if sickneSs overtakes 
them or they are disabled by accident 
ihey will be kept from want.” 


Advantage to Insurance Men. 

Regardless of the method used by this 
great corporation for compensating its 
employes during illness or as a result of 
injury, or for making a payment to de- 
pendents on beneficiaries in case of the 
death of an employe, the movement will 
be of immense benefit to insurance men 
because of its educational value. It is 
a remarkable standing advertisement 
setting forth the need for and advan- 
tages of insurance. That the average 
individual once having been taught the 
need of insurance will be content with 
one-half week’s wages in case of en- 
forced absence from duty owing to ill- 
ness or accident, or that a man will be 
content to trust the future of his wife 
and children in case of his demise to 
what would be his income for one year 
is unlikely. Where will the additional 
insurance come from? Well, that is up 
to the wide awake insurance agent. 





EQUITABLE SELLS OLD SITE. 





Receives $14,000,000 For Property— 
World’s Greatest Office Building 
to be Erected There. 





The old home office site of the Equit- 
able Life, covering the whole block 
bounded by Broadway, Cedar, Nassau 
and Pine streets, and one of the most 
valuable single pieces of property in 
New York city, has been sold by the 
Society for $14,000,000. The city’s ap- 
praisal of the property was $12,000,000. 

The purchaser was a company form- 
ed especially to erect on the plot the 
largest office building in the world, thir- 
ty-six stories high and facing on the 
four important streets. The new build- 
ing will bear the name of the Equitable 
Building, but it is stated that the So- 
ciety will not be financially interested 
in the enterprise, merely renting home 
offices there, which will be especially 
constructed for the convenience of the 
Society. The property was purchased 
‘by the Equitable in 1867. 

The action of the Equitable in rent- 
ing home office quarters in place of 
erecting its own building, is regarded as 
significant. The fact that the old build- 
ing-never paid as an investment prob- 
ably had much to do with this decision, 
‘but the statement has been made that 
the sale of its home office site by the 
Society marks the end of big building 
projects by life insurance companies for 
home office purposes, it being claimed 
that they are not a good investment and 
are no longer of advertising value. 

Associated with Gen. T. Coleman du 
Pont, of Wilmington, Del., in the pur- 
chasing corporation are Frank M. An- 
drews, architect of the new Hotel Mc- 
Alpin, and L. J. Horowitz, president of 
the Thompson-Starrett Company of New 
York. Mr. Andrews and President W. 
A. Day of the Bquitable directed the 
negotiations. 








Gireat Southern Life Insurance Company 


HOUSTON, TEXAS 

BEGAN BUSINESS NOVEMBER |, 1909 
er lished i 
Leng * 0 months oad. 
ing y 31, 1912: 


Surplus to Policyholders, 994,867.42 
Applications received 

during first five months 

of 10288,...5.5+. .++++- $4,000,000.00 


FOR AGENCY CONTRACTS ADDRESS 
0.S.CARLTON, Vice-Pres., Houston, Tex. 














The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 





Geod Territory and Remunerative Contracts for Men Who Can 
«Do Things’’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 











INCORPORATED 1844 


State Mutual Life Assurance Company 


WORCESTER, MASSACHUSETTS 
BURTON H. WRIGHT, President 
... PROGRESSIVELY SUCCESSFUL... 
22% Increase 1912 over 1911 first half year. 





34% “ 1912 6“ 1910 “ ae 66 
47% ‘“ 1912 6“ 1909 oe ‘“ “ 
121% “ ee Oe ee 


Why ? Satisfied Policyholders—Happy and contented Salesmen. 


We are often able to make room for a producer or organizer who 
can measure up to the State Mutual standard 
Address 
EDGAR C. FOWLER, Superintendent of Agencies, 








Non-participating 


with 


Men of character and ability can get direct contracts and life renewals 
the 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


W. O. JOHNSON, President 


Low Rates 


High Guarantees 


Disability Pension Provisions 
Company has over $1,000,000 of Surplus 


Attractive Territory—Liberal Contracts—Write Today for Terms 
S. W. GOSS, Vice-President 


THE “ROOKERY,” CHICAGO 
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HARTFORD LIFE CONVENTION 


INTERESTING. 





AND 


Timely Discussions and Royal Entertain- 
ment Features of The Program— 
Hoyt Administration Successful. 


Under favoring auspices, with flags 
flying and banners streaming, the tri- 
umphant came to Hartford on Tuesday 
last to inaugurate the Hartford Life’s 
$100,000 Club’s birthday. 

The weather added to the abundant 
enthusiasm while with the increasing 
joviality of the 34 men whose produc- 
tion record of paid business guaranteed 
their charter membership, and the pres- 
ence of the fair sex who accompanied 
them, lent the charm and grace which 
won the favor of the host—the home 
office officials and their staff. 

The hotel accommodation at The 
Allyn House proved that a New England 
hospitality measures up to all that his- 
tory ‘has for generations so favorably 
recorded. 

At the home office building the pre- 
parations had been carefully planned. 
The President’s spacious Toom was at- 
tractively decorated with appropriate 
bunting and insignia, while the ante- 
room evidenced that it was the club’s 
headquarters, for, as everyone who en- 
joys ‘his acquaintance knows there is no 
barrier between John G. Hoyt and the 
men in the field. 

Assimilate President Hoyt’s Progressiv- 
ness, 

Tuesday’s morning session was begun 
at 9.80 and presided over by President 
Hoyt, whose administration of Hartford 
Life’s affairs commenced early in 1910, 
and from which date began a type of 
progress and expansion unknown in the 
history of this staunch old Hartford in- 
stitution. (Typical of the aggressiveness 
of the man from Cincinnati the Agency 
Department immediately felt the pres- 
sure of business which told that the 
field-force had caught the inspiration of 
this leader of men, who is now guiding 
“The Old Reliable” into fields of great- 
er activities. 

Not overlooking the field men Presi- 
dent Hoyt formulated plans for the en- 
couragement of the steady producer, 
and to stimulate greater enthusiasm 
launched the club idea through a pros- 
pectus which crystallized into this con- 
vention, a movement which he reviewed 
in welcoming the club mémbers. 

Club Officers Chosen. 

The organization formalities duly dis- 
posed of, the election of the following 
officers for the year was announced: 
President, Guy S. Brewster; vice-presi- 
dent, M. M. Chisholm; secretary, J. M. 
Williams. 

Automobile Tour and Dinner. 

Exhaustive discussion of pertinent 
topics assigned to each club member 
was instructive, and continued until the 
closing of the first session, which gave 
club members with their families and 
time only for a hasty lunch when the 


PLEASING 








home office officials started from the 
home office building in 15 automobiles 
on a tour of Hartford which ended at 
the “Golf Club” in time for a six o’clock 
dinner, tables being attractively gar- 
nished. 

Following the “good things” on the 
menu, music and club songs written for 
the occasion interspersed with anec- 
dotes that were not insurance “stories” 
kept all in good humor until a late hour. 
when adjournment to the hotel was an- 
nounced. 

Mackinac Island Next Year. 

On Wednesday morning promptly at 
9 o’clock under direction of Club Pres- 
ident Brewster, the proceedings were 
resumed, when entertaining and appro- 
priate subjects were presented by Medi- 
cal Director Robt. L. Rowley; . Actuary 
R. D. Murphy; Assistant Secretary F. 
W. Morgan; E. A. Wright, manager 
agency department at the home office; 
J. J. Moriarty manager medical depart- 
ment at the home office and others. 

When the question for next year’s 
convention meeting place was planned, 
a committee of the whole voted for 
Mackinac Island, Michigan, in July 1913, 
for which every present member 
pledged himself to qualify while there 
were assurances from voluminous tele 
grams and letters of congratulation that 
when “we meet next year the member- 
ship will be tripled.” 


Savin Rock Trip. 


The morning meeting closed after the 
photographer had “fixed things” for a 
souvenir. 

Lunch was served and the procession 
of 15 autos were.soon on the way for a 
one hundred mile round-trip, to Savin 
Rock on the shore of Long Island Sound 
where the folks were entertained roy- 
ally. The program included one of those 
“Connecticut Shore Dinners” which al 
ways begets a good appetite. 

After: “all was said and done” mid- 
night had passed and the records of the 
convention give. assurance that only 
pleasant memories linger. On Thurs- 
day the guests left for their homes and 
duties with happy hearts and kindly re- 
gard for their leaders and the Hartford 
Life for whom the ties that bind have 
been more closely woven into a fellow- 
ship of good-will. 

One Tinge of Regret. 

The illness of Vice-president Law- 
rence was the concern of everyone. For 
months he had planned and encouraged 
the field-force in matters pertaining to 
the Club and his disappointment at 
being unable to attend could not be 
measured. 

Evidence of remembrance and loyalty 
was given by a profuse display of flow- 
ers from the Club men in the Lawrence 
home. 

On motion of Mr. Nichols, of Tllinois, 
the convention decided that their first 
pleasure was to instruct the president 
of the Hartford Life $100.000 Club, in 
behalf of the members of the Club and 
the representatives of the company as- 
sembled in Hartford, to convey to Vice- 


CHARITY FOR A U. 8. Justic® 


$12,500 A YEAR; LEAVES NOTHING. 








Friends of Late Associate Justice Har- 
lan Are Collecting $40,000 Fund 
For Widow. . 





Another member of the United States 
Supreme Court has died leaving his 
widow and family unprovided for. A 
number of prominent lawyers, friends 
of the late Associate Justice John M. 
Harlan, are making an appeal to mem- 
bers of the bar for contributions of. $500 
each, the purpose being to create a fund 
of $40,000 to provide for the justice’s 
family. The appeal is made all the 
more striking by reason of the promi- 
nent men that have come to the aid of 
the family. The signers of the letter 
asking for contributions are: Joseph 
H. Choate, Lewis Cass Ledyard, El- 
bridge T. Young, William D. Guthrie, 
Victor Morawitz, Francis L. Stetson, 
John L. Cadwallader, William Nelson 
Cromwell, John G. Johnson and Elihu 
Root. 


Within the past two years there have 
been three deaths among members of 
the Supreme Court and in each case the 
estates left were insufficient to provide 
an adequate income for the widow and 
family. In one case the former justice’s 
total estate amounted to less than one 
year’s salary. In more than one instance 
special bills have been passed by the 
Federal Government providing pensions 
for the widows. In this appeal on be- 
half of the late Justice Harlan, it is 
stated that the Harlan home in Wash- 
ington is mortgaged to its full value. 

Such a state of affairs among the lead- 
ers of the judiciary in this enlightened 
time is nothing less than amazing. That 
the members of the highest court in the 
land should leave their families practi- 
cally destitute as far as provision for 
the future is concerned, is a sad reflec- 
tion on life insurance men. One need 
say nothing about the business sense of 
the justices. It is evident that each one 
thought that his life tenure was suffi- 
cient insurance, and if they did not ex- 
pect to live forever, that at least they 
must have expected to survive all of 
their family. The only conclusion that 
can be reached is that service on the 
Supreme Court bench does not neces- 


their high esteem, their deep regret at 
his illness and consequent inability to 
be present at this organization and 
first meeting. That their best wishes 
and hopes for his speedy and complete 
restoration to perfect health, and that 
while enjoying his splendid hospitality 
of the home office and the excellent op- 
portunity of meeting and becoming ac- 
quainted, they remember that his untir- 
ing efforts contributed largely to the 
success of it all, and their constant 
thoughts and kindest hopes go out to 
him. 


sarily imply sound business sense in the 
matter of family provision. 

The justices receive a salary of $12,- 
500 a year. Living as they must live in 
Washington, this cannot more than pro- 
vide for their current expenses. 

Why did these men, among the most 
enlightened of our time, expose their 
widows and families to the pitiful em- 
barrassment of being public charges? 
A very small sum each year would pay 
the premium on sufficient life insurance 
on any one of a number of plans or on 
different plans to make certain that de- 
pendents would not be left to wncertain- 
ty of public charity. 





RETURN PREMIUM POLICY. 





Full Text of the Endorsement Used on 
Contracts of Illinois 
Life. 





The Return Premium Policy of the 
Illinois Life varies but slightly from 
the other forms issued. There is a 
slight increase in the premium rates 
and the addition of a provision similar 
to the following, which is endorsed on 
the policy: 

Full Return Premium Endorsement. 

In further consideration of the pre- 
mium charged on the within policy, it 
is agreed that in the event of the death 
of the insured on or before the -———— 
day of 1932, and while this 
policy is in full force and effect, the 
amount payable hereunder will be in- 
creased by a sum equal to the total 
annual premiums hereon for the number 
of full years for which annual, semi- 
annual or quarterly premiums hereon 
have theretofore been duly paid; pro- 
vided all premiums and instalments 
thereof accruing upon this policy have 
been duly paid in full, and not other- 
wise. 

Signed concurrently with and as a 
part of the within policy the day and 
date therein written. 

Secretary. 





Rewards Faithful Service. 





The agency committee of the Mutual 
Benefit Life, after carefully consider- 
ing the vacancy in the agency staff of 
the Company due to the death of Col. 
Frank M. Joyce, general agent for 
Minnesota, has selected as successor 
Philip B. Hunt, who for many years 
has served the Mutual Benefit in 
Minnesota and who is well known 
throughout that State. 





Sons of Temperence Plan. 





The Sons of Temperence of New 
Jersey has decided to adopt an insur- 
ance plan in connection with the order. 
The Grand Division met at Metuchen 
last week and took steps looking to such 
a provision. 





The Pacific Mutual Life will issue a 
complete line of new life policies as the 
“opening gun” of the Fall Campaign. 





AMERICAN CENTRAL LIFE‘INSURANCE CO. 


INDIANAPOLIS 


Indiana’s Oldest and Largest Non-Participating Company. 


Insurance In Force Over Thirty Millions 


Established 1899 











Over Ten [lillions Written During 1911 


For an Agency Connection with this PROGRESSIVE COMPANY, Address Herbert M. Woollen, Vice-President 
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How a Cashier Can Make Himself Valuable | 
to His General Agent 


By A. F. Culling, Supervisor of the Pacific Mutual Life. 





There are many ways in which a 
cashier in a life insurance agency may 
make himself valuable—in fact it would 
seem that with this work the position 
is absolutely what it is made. The 
worth does not lie in mere keeping of 
records, although that is a very im- 
portant and necessary phase of the 
work. It should be made incidental, how- 
ever, rather than principal. Through 
quickness to appreciate the advantages 
of a change in system that may be 
suggested, or through the adoption of 
methods that have been tried and found 
successful by men of greater experience 
and broader knowledge of the needs 
of the life insurance office, the cashier 
may ofttimes find time to devote to the 
really valuable work, and by this we 
mean the work that produces or con- 
serves business and, therefore repre- 
sents real money to the agency. Un- 
fortunately there is a feeling on the 
part of some cashiers that if time- 
saving methods are employed perhaps 
less overwork will be required, there- 
fore ‘less chance for the hoped-for 
“raise.” The spirit that prompts this 
and other similar erroneous conclusions 
is one great factor at least in killing 
the impulse to grant the desired in- 
crease in salary. How much better is 
it to adopt all good suggestions for 
simplifying and decreasing the clerical 
work of the office, without sacrificing 
either accuracy or completeness, of 
course, and further, to use some initia- 
tive in devising labor-saving methods, 
then using the time so gained in closer 
watch of collections, both first year 
and renewal. Keep in close touch with 
the agents; keep them advised con- 
stantly of business outstanding, and in 
the spirit of helpfulness devise ways 
and means to assist them in making 
the collections that will enable the 
business to be reported promptly to the 
company. So much depends upon the 
svirit of these suggestions; therefore, 
cultivate the spirit and desire to help. 
Life insurance is a great co-operative 
undertaking and what helps the agent 
helps the agency and the company. 


Conserving the Business. 

Then, the business once on the books, 
and the first premium collected, the 
next step in order is its conservation. 
How many cashiers watch this phase 
of the work as closely and handle with 
the full care and intelligence of which 


they are capable? How many, we wonder, 
consider their work fully done when 
a statement is made of past due pre- 
miums, showing name, policy number, 
premium and when due, and placed on 
desk or table for the information of 
general agent or manager? This is all 
necessary and it is a good start, but 
the cheapest kind of clerk can do as 
much. No judgment, no knowledge of 
the business, no initiative is necessary 
to carry the matter so far. It cannot 
be assumed that the general agent or 
manager knows every policyholder, his 
occupation, circumstances, family condi- 
ticns, condition of his policy as to 
whether he has ever had policy or pre- 
mium loans, and yet this information 
is all at hand and can be used to splen- 
did advantage in presenting reasons 
for the continuance of the policy. A 
little thought expended by the cashier, 
making him ready with a “workable 
theory” as to how the policyholder can 
keep his policy in force and some good 
arguments prompted by family or per- 
sonal conditions as revealed by the 
copies of application and medical exam- 
ination in the office, and perhaps em- 
phasized by some apt comparison of 
the benefits of insurance with the facts 
and conditions of his own occupation 
—all these things ready and at hand 
save the general agent time and thought 
and increase the effectiveness of his 
letter or personal interview. In the 
absence of the general agent, possessed 
of such information, the cashier is able 
to do efficient work of himself. In fact, 
it would be strange if the manifesta- 
tion of interest, initiative and intelli- 
gence in the handling of this phase of 
the work did not result in the gradual 
turning over of same entirely to the 
cashier. 

The cashier who can handle the first 
year and renewal collections success- 
fully; who can and does anticipate the 
general agent’s needs in the way of 
special information, statements, inter- 
esting comparisons, etc.; who keeps in 
close touch with the agents so that they 
appreciate that he is constantly on the 
qui vive to protect and further their 
interests; and who keeps the records 
accurately and up-to-date; such a one 
is valuable, and under all ordinary 
circumstances his value will be justly 
and properly recognized in the way of 
a fair compensation for faithful, loyal 
and efficient service. 





NON-PARTICIPATING POLICIES. 
Southern States Life of Atlanta Issues 
Up-to-date Forms With Disability 

Feature. 





In order to equip its agency force 
fo. writing both participating or non- 
participating policies where demand is 
made for either class, the Southern 
States Life of Atlanta has issued non- 
participating contracts for three prin- 
ciple forms. The rates compare favor- 
ably with those of other companies, 
while the loan and surrender values 
are as liberal as possible consistent 
with safety. Speaking of these con- 
tracts the Company says: 

“Non-participating policies will de 
issued on the Ordinary Life, Twenty 
payment life and Twenty year endow- 
ment plans only, and same will be 
found to have all the benefits, privi- 
leges and advantages which should be 
given by any well and carefully man- 
aged company for the premium charged. 

“It will be found that the disability 
feature has been incorporated in all of 
these new policies, the benefits ob- 
tained under this clause being of a 
most advantageous character, as, in 
the event of continuous, total and per- 
manent disability, not only does the 
company continue the policy in force 


without payment of premium by the 
insured, but after the policy has been 
so continued in force for one year, if 
such total disability still continues the 
company will pay to the insured one- 
fourth of the amount of the policy in 
the way of an endowment and still 
continue to carry the insurance for 
the remaining three-fourths, without 
payment of premium, same to be pay- 
able to the beneficiary of the insured 
when the policy becomes a claim by 
death. Further under this clause, 
while the policy is thus being con- 
tinued in force by the company, the 
loan and surrender values increase 
each year in the same way as if the 
premiums had been paid by the insured 
and are available by him to the extent 
of three-fourths of the amounts set out 
in the table of guarantees as shown 
therein. 

“The wording of the new policies 
will be found to have been simplified, 
al] technical terms, of which the aver- 
age layman knows but little, have been 
eliminated as far as possible, and the 
language in the contract is such that, 
it is thought, no one can possibly mis- 
understand.” 





The agency men of The Hartford Life 
at Conway, Ark., are working overtime 
owing to a prize to be awarded by 
Manager J. D. Dunaway. 








LEST YOU FORGET 


MUTUAL LIFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 








ON THE OTHER SIDE 


ON ONE SIDE And to Cap the Climax 
<a | eee | me 
. ULTS 
tow raves | GANYOUBEAT [T? | VERY PACITY For 


RUSHING BUSINESS 





ST. PAUL BUILDING 


WILLIAM N. COMPTON, General Agent 


220 BROADWAY, NEW YORK 


TELEPHONES: 6030, 6031, CORTLANDT 
















FRANK ORME, Sec’y and Treas. 


HE Officers of the 
plimented for their administration, which is 
without reproach, and for the earnest desire 
they have ever displayed to conserve the 
interests of the policy-holders.” 

Excerpt from the report of Mr. John F. Roache 
of New York 


HOME OFFICE, ATLANTA, GEORGIA 
WILMER L. MOORE, President 


Company must be com- 


City, official actuary for the 
Insurance epartment of the State 
of Alabama. 

THIS COMPANY CLAIMS SUPPORT 
AND ENDORSEMENT OF THE PUB- 
LIC UPON ITS RECORD. 


The Southern States 
Life Insurance Co. 


OF ALABASIA 


ROBT. F. MOORE, Agency Sec’y. 











The Northwestern 


Mutual Life Insurance Co. 
of Milwaukee 


GEO. C. MARKHAM, President 
A. 8. HATHAWAY, Secretary 


New Business Paid-For 





1907 - - - $102,233,634 
1908 - - . 109,685,428 
1909 - - ~ 114,157, 288 
1910 - - - 119,229,233 
1911 - - . 121,234,473 
Each year larger than any in the 
previous history of the Company. 


Cemmenced Business 1858. 











‘T# COST of life insurance depends on 
Economy and Efficiency of Management. 
IMPORTANT FACTS relating to The 
Northwestern’s business are shown by the 
following percentages : 





1907 : 

1908 10.74 59 4.84 

1909 10.63 54 4.85 

1910 10.90 58 4.86 

1911 10.80 57 4,98 

It is capable of easy demonstration that 
The Northwestern is the best company to in- 


surein. Hence it is the easiest to sell. 

See the Northwestern’s new policy contract 
with its Dividend Options, Paid-up and En- 
dowment ions, ions of Settlement and 
the Premium Loan Features. 


Issues Partnership and Corporation Insur- 
ance. For further information or an Agency, 


ad 
H. F. NORRIS, 
Superintendent of Agencies. 























“ Pre-eminence in Benefits to Policyholders ” The Watchword. | 





34 Nassau Street 











PAID DIVIDENDS IN 1911 
$13,631,857.73 
APPORTIONED FOR DIVIDENDS IN 1912 
$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 


BECAUSE 
MUTUAL LIFE POLICIES SELL MOST FREELY 
For terms to producing agents, address 


GEORGE T. DEXTER 
and Vice-President 


i NR ee Sn 


THE MUTUAL LIFE 
Insurance Company of New York 





Paid to Policyholders in 1911....................... $57,353,726.13 | 
Received from Policyholders in 1911. ........... 55,582,183.20 | 
Excess of Payments over Receipts............. $1,771 ,542.93 | 


New York, N. Y. 


























August 15, 1912. 











THE EASTERN UNDERWRITER 5 








PAN-AMERICAN APPOINTMENTS. 





New Orleans Company Securing Strong 
Representatives—Business Approxi- 
mates Million A Month. 





The Pan-American Life Insurance 
Company of New Orleans is securing 
some high grade producers for important 
agencies as will be noticed by the fol- 
lowing recent appointments: 

E. C. Schnabel of New Orleans has 
been placed in charge of the City De 
partment of the Company. Mr. Schnabel 
was formerly with the Equitable Life 
and for several years, manager for 
Louisiana for the Fidelity Mutual Life. 

Major A. D. Stewart, for twelve years 
with the New York Life, has been ap- 
pointed agency director of the Pan- 
American with headquarters in New Or- 
leans. Major Stewart is also a member 
of -the State Legislature and closely 
identified with the military operations 
of Louisiana. 

Max L. Sanderlin of Elizabeth City, 
N. C. has been appointed manager of 
the Hastern Department and will have 
charge of North and South Carolina and 
Virginia. Offices will be maintained at 
both Blizabeth City, N. C. and at Nor- 
folk, Va. Mr. Sanderlin for the last 
three years has been manager of the 


Southeastern Department of the Ger-" 


mania Life 

Edward A. Troutman, formeriy with 
the State Life of Indianapolis and later, 
superintendent of agencies of the South- 
ern Union Life of Waco, Texas has been 
appointed agency director of the com- 
pany. Mr. Troutman’s operations will 
embrace territory throughout Louisiana 
and Mississippi. 

The Pan-American Life received ap- 
plications for three and one quarter 
millions of insurance as a result of its 
first four month’s work, which brings 
its average production close to a mil- 
lion dollars per month. 





Conservation Prize Winners. 





The prize winners of the Illinois Life 
in the contest for the highest percent- 
age of insurance renewed to insurance 
written for club membership during the 
past year were as follows: 

The first prize of $100 in gold James 
C. Snow, special representative, Majes- 
tic agency, whose percentage of busi- 
ness renewed during the twelve months 
ending July 31st, 1912, to business pro- 
duced for the twelve months ending 
July 31st, 1911, was 78.88. Second prize 
of $50 in gold A. C. Johnson, general 
agent, Oklahoma: percentage 78.65. 
Third prize of $50 in gold Fred W. Wes- 











Your Opportunity 


The Old Bay State 
Right Now 


We have opening for 

3 District Agents in Large Cities, 
an Experienced Field Superin- 
tendent and other High Grade 
Solicitors. 

Energetic men of character and ability 
only. 

The latest approved methods and every 
facility to insure a successful career. 


The company and contracts need no 
introduction to you. ‘There is none 
better, 


NORTHWESTERN MUTUAL 


LIFE INSURANCE CO. 
CHAS. H. SAGAR, 
General Agent for Central Mass. 
DAY BUILDING, WORCESTER, MASS. 























ton, Manager, Detroit agency, percent- 
age 75.30. Fourth prize of $50 in gold 
Edward J. Hutchinson, district manager, 
Eastern Illinois agency, 72.36. Fifth 
prize of $50 in gold George W. Rhawn, 
Lockyer & Rhawn, Inc., percentage 





CHEROKEE LIFE DEAL. 





Judge Maddox Dissolves Temporary Re- 
straining Order Thus Permitting 
Completion of Merger. 





The consolidation of the Rome Insur- 
ance Company of Rome, Ga. with the 
Cherokee Life Insurance Company of 
the same city received the official sanc- 
tion of the Superior Court, when Judge 
John W. Maddox dissolved the tem- 
porary restraining order refusing to 
issue the injunction asked by John M. 
Miles of Baxley, and ratified the trade. 
At the same time Judge Maddox ap- 
pointed E. W. Butler of Madison, Ga., 
T. K. Scott of Augusta, and Col. R. 
A. Denny of Rome as receivers for the 
assets of the Rome Insurance Company, 
which were not taken over by the Cher- 
okee. 

The receivers will proceed to en- 
deavor to assemble the assets of the 
Company, which consist largely of un- 
paid stock subscriptions, for some of 
which notes are held. The general im- 
pression in the business circles of Rome 
is one of satisfaction over the outcome 
of the case. 

The decision of the court to abide by 
the consolidation arrangements with the 
Cherokee Life leaves the latter Com- 
pany free to handle the business and 
policies turned over to them. This the 
Cherokee is well equipped to do, with 
its surplus of $448,386 and its insurance 
in force of $15,375,000 by this action. 
The holders of policies both industrial 
and ordinary are protected and their 
insurance continues in force. 

Officers of the Cherokee assert that 
their policyholders have not been need- 
lessly alarmed by the litigation now 
closed, but have acted the part of wis- 
dom in keeping their policies. 





The Best Business. 





Life insurance as a business, com- 
mands and demands all those better 
qualities of the human make-up which 
enter so largely into all successful men 
and enterprises, says Clarence L. Ayres, 
president of the Northern Assurance 
Company, of Detroit. The business itself 
presents to men of moderate means 
the advantage of being able to engage 
in a great and profitable enterprise 
without capital other than the requisites 
of their own ability and intelligence 
which are to be successfully employed 
in its prosecution. It presents the 
advantages of no dead stock on hand; 
for the most part no bad book accounts, 
and the added advantage of turning 
what little capital one has invested at 
least every thirty or sixty days. 





Dead Some Day. 

Always bear in mind when talking 
with a prospect that he will some day 
be dead; that the only uncertain thing 
about his life is when will it end; that 
it is your purpose to protect his de- 
pendents when he is no longer able to 
do so—and if you are able to impress 
a proper appreciation of the great risk 
the uninsured’s family is carrying, so 
long as he remains without life insur- 
ance, the securing of his signature to 
Part I is merely a matter of recogniz- 
ing the proper moment at which to 
inquire “What is your full name?”— 


R. W. Stevens, vice-president [Illinois | - 


Life. 


Wells & Hilleman, of Pittsburgh, gen- 
eral agents of the Provident Life & 
Trust for Western Pennsylvania, an- 
nounce the acquisition of H. B. Heylum 
of Homestead and William J. Snebold, 
who will represent the company in the 








"THE general agent is making a profit on every case 
you write. Why not make this extra commission 
yourself by working for the 


STANDARD LIFE 


cs &« OF PITTSBURGH? -. .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. © Our 
agents are saving money. 
Write FRANK A. WESLEY 
(Vice-President and Director of Agencies) 
for agent’s contract 


Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 








National Life Insurance Company 
MONTPELIER, VERMONT 


CHARTERED 1848, PURELY MUTUAL 
JOSEPH A. DF BOER, President OSMAN D. CLARK, Secretary 


This strong company, with an established reputation for fair 
dealing and low cost but high grade service, issuing unsurpassed 
policy contracts and having the record of advancing dividend scales 
four times in the last four years, offers to the agent who knows 
and will act peculiar opportunities in field work. 


If interested, send for the Company’s sixty-second annual 
report. Correspondence solicited. 


EDWARD D. FIELD, Superintendent of Agencies 











~€o OD PL AC ES FOR | Frank D. Jackson, Pres. Sidney A. Foster, Sec. 


MEN WHO WORK | DISTRICT MANAGERS WANTED 


—who produce applications and deliver 
policies~—who are tireless premium collec- ; 3 a 
tors—whose capacity for service is genuinely souri and lowa 
large. A sixty-year old Company with new 


ee rates. Plenty of R OYA a U N iO N 








|{ Territory in Pennsylvania, Ohio, Mis- 





UNION MUTUAL LIFE . 
INSURANCE COMPANY Mutual Life Insurance Co. 
PORTLAND, MAINE DES MOINES, IOWA 

Frep E. Ricuarps, President DISTRICT MANAGERS WANTED 

Address ALBERT E. AWDE, 8 ° a 
either 896 Congress a... Portland, Maine _ a Pr J T. Priestly, M.D 
Y " as. I. y. ~D. 

— codons tan. Les Angeles, Cal. eg tt ses Medical Director 

















JEFFERSON 


oe 
Standard Life Insurance Company 
HomeOffice: GREENSBORO, NORTH CAROLINA 
A progressive, conservative Southern Life Insurance 
Company 
Capital, Surplus, and Reserve - $1,053,474.15 
Insurance in Force - - - ~- - 11,115,942.00 
Liberal agency contracts and attractive policies. We can 
interest men of ability and eaergy 
WRITE FOR INFORMATION 
JOS. G. BROWN, President 
CHAS. W. GOLD, Sec'’y and Supt. Agencies 
P. D. GOLD, Jr., Vice-Pres. and Gen. Mgr. 











vicinity of Natrona and Tarentum, as 
members of their agency staff. - 





Every Insurance Agent 


In OHIO, WEST VIRGINIA and KENTUCKY 
SHOULD HAVE A COPY OF 


‘‘THE MEN BEHIND” 


Write WM. H. HUNT, President 


THE CLEVELAND LIFE INSURANCE CO. 
CLEVELAND, OHIO 


Mention this Journal CLEVELAND LIFE gains are attracting attention 
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The above cut represents the city of Philadelphia agency force of the Illinois Life, which is under the super- 
vision of Lockyer & Rhawn, Inc., of Philadelphia, and has produced for the past twenty months a million of new 
business each month. The city agency force with one or two exceptions has qualified for the Illinois Life One 
Hundred Thousand Dollar Club Convention that meets in Chicago August 15th. William L. Megary, the club president, 
qualifying for the office by about five hundred thousand dollars of paid for business. His paid for production for 
the office in all companies for the year, has been over one million dollars. 

W. F. Hickman qualified for the second vice-president with over two hundred thousand of paid for business. 

A, P. Simmonds is the retiring club president. 
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MILTON A. WOOLLEN DEAD. 





President of American Central Life 
Passes Away Following Extended 
Iliness. 


Indianapolis, Ind., August 13.—Gpe- 
cial——“Miiton A. Woollen, president of 
the American Central Life of this city 
died at one thirty to-day, following an 
extended illness. His funeral will be 
held Thursday.” 

The above telegram to The Eastern 
Underwriter, as the forms were being 
prepared for press, conveys the sad in- 
formation that the president of the 
American Central has lost in the brave 
battle for life which he waged and has 
gone to the great beyond, following his 
beloved wife who passed away a few 
weeks ago. Vice-President Woollen and 
the family have our heartfelt sympathy 
in this second sad bereavement. 

It has been the writer’s privilege to 
know the late president of the Amer- 
ican Central intimately and to admire 
his sterling, honest character. Launch- 
ed into the life imsurance business 
largely against his wishes, and unex- 
pectedly confronted with the problem of 
guiding the destinies of the Company, 
his administration has been a particu- 
larly bright feature in the institution’s 
history, and at the present time the com- 
pany is enjoying a success surpassing 
the most sanguine expectations of the 
a a and his associates.—B. 








CORPORATION INSURANCE. 





Some of the Advantages of a Form of 
Indemnity Which Has Become 
Popular. 





No form of insurance indemnity has 
shown more marked development dur- 
ing the past few years than that of 
corporation or business insurance. The 
editor of the Pacific Mutual News points 
out briefly seven advantages of this 
ferm of contract, as follows: 

1.—To indemnify against the loss by 
death of a member who actively con- 
tributes to the management and success 
of the business. 

2.—To facilitate the withdrawal from 
the business of the deceased’s capital, 
either because his heirs so desire or 
because the distribution of his estate 
makes it necessary. This is often a 
great advantage both to the corporation 
and to the deceased’s heirs. 

3.—To furnish a reserve asset of in- 





creasing value available for borrowing 


purposes up to the full loan value of 
the policies. In times of stringency in 
the money market this is especially 


and may save the cor- 


poration from going under. 
4—To create a sinking fund with 


which to retire bonds, endowment poli- 
cies being taken which run for the 


same period as the bonds. 

5.—To strengthen credit and to give 
stability to the value of the bonds or 
stocks of a corporation. 

6.—The proceeds of a policy, either 


at the death of the one on whose life 


it was carried, or at maturity, or if 
its cash value be drawn or a loan made 
may be used for a variety of other 
purposes, such as to assist in securing 
a successor to a deceased officer, or to 
buy out a partner who wishes to retire, 
or to expand the business and the like. 











Home Life's 
Prosperous 


‘Year 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most prosperous year in every 

epar t. Thei in force on De- 
cember 31, 1911 was $105,047,760, against 
$100,214,968 December 31, 1910—a gain of 
$4,832,792 for the twelve months. Total assets 
of the company are reported at $26,377,420 


iin 








THE 
DUPLEX IDEA 


Is the Latest Insurance Discovery 
The Duplex Policy 


Is 
A DOUBLE BARRELLED TWO IN ONE 
INSURANCE CONTRACT 
AN INNOVATION. BEATS COMPETITION. 
EXCLUSIVE. 








The Only Company Which Has it Is 


THE RELIANCE LIFE INSURANCE CO. 


OF PITTSBURGH 
WRITE FOR INFORMATION. 




















UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 











as compared with $25,025,299 on D. b 
31, 1910—the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi- 
dends to policyholders (more than $484,000), 
and after the addition of over $1,088,000 to 
the reserve fund, the surplus is increased by 
$68,882, and is now $1,863,494, over and 
above the sum of $2,435,269 which is re- 
served for deferred dividends.— 

“The Com’cl & Fin’cl Chron.” 1-27-12. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











Life Insurance and rs 








Texas has more than four million 
home: crown population and + best selec 
8 ey are a progressive peo 
life fnousanee about seventy million dollars a year. 


JAS. A. STEPHENSON, President 


le, made u 
ections from o 
ple and they are buying 


DALLAS, TEXAS 





OPPORTUNITY 


HY not reap the full benefit 

of the business you write. 

If you are desirous of a general 
agent’s contract and feel that you 
can use all the commissions that 
you can earn, get out of the rut 
and look over our general agency 
proposition. An old established 
Eastern company has a few open- 
ings in New York, New Jersey, 
Pennsylvania and Illinois for high 
class men of ability who would be 
interested in a direct agency con- 
tract with full first year commission 
and special renewal commissions. 


Address D.E.F. Eastern Underwriter 











THE 
FIRST MUTUAL 
Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best ble 
security, with a safe, 
equi eontract 














FINANCIAL STATEMENT 


Assets Jan. 1,1912..... 858,440,118.63 
Liabilities............... 63,858,811.65 
i oésuncnh chadkenece 4,581,306.98 





Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Ma er 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 























Incorporated 1851 


BERKSHIRE 
Life Insurance Co. 


PITTSFIELD, MASS. 


W. D. WYMAN, President 


Its policies which are issued 
at low rates, contain 
many liberal 
privileges. 


Correspondence Invited 
W. S. WELD 


Superintendent of Agencies 

















SOUTHWESTERN LIFE 


OF DALLAS, TEXAS 
DECEMBER 3ist, 1911 


INSURANCE COMPANY 





Insurance in Force - 
Admitted Assets - 


STRONCEST TEXAS COMPANY 


ESTABLISHED IN 1908 


$16,857,000.00 
- 1,660,000.00 


Assets $2,127,667.58_ - 


RESERVE LOAN LIFE INSURANCE GO. 


Indianapolis, Ind. 


Liabilities $1,891,363.65 


Surplus to Policyholders $236,303.93 


For Territory Address OE 














Insurance in Force 
Over $14,000,000 





GUARANTEE LIFE INSURANCE CO. 


HOUSTON, TEXAS 


An excellent proposition awaits a few live managers 
who can produce the business 


Write the Home Office at Once 


Increase in Surplus in 
Two Years Over $50,000 











AN you write Life Insurance — 

AN you write Accident & Health Insurance— 

AN you write monthly 

Health Insurance—if the forms of contract 
are up-to-date and issued by a progressive Company 
with the Management behind the Agent ? 

If so, write Perry to-day. 


Life, Accident & 
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DEVELOPING OUTSIDE TERRITORY 





[This paper was prepared by Glover S. Hastings, superintendent of agencies 


for the New England Life Insurance Company. 


It discusses a subject that is 


of special importance to the man in the field who is charged with the respons- 
ibility of selecting men and developing territory, Mr. Hastings needs no intro- 
duction, nor does the company he represents. The combination indicates first 
rank, but to those who may not have had the pleasure of knowing Mr. Hast- 
ings, we can say that he won his post at the home office by sterling achieve- 
ment as a general agent in the field. He talks from years of practical, suc- 


cessful experience.—Ed.] 


“In all this world the thing supremely 
worth having is opportunity, coupled 
with a capacity to do well and worthily 
a piece of work, the doing of which 
shall be of vital significance to man- 
kind.” 

This sentiment, from one of the 
greatest men which the last one hun- 
dred years produced, aptly states the 
position occupied by every successful 
general agent. One who is familiar 
with the subject will readily admit that 
in life insurance is found in an unusual 
degree the opportunity of constructive 
service that is most vital to mankind. 
Furthermore, there is no business that 
promises a finer field for ability well 
exercised. 

How to increase. the capacity to do 
well and worthily one of the most im- 
portant duties of a general agency, viz., 
the developing of outside territory, is 
a subject of vital significance to every 
man responsible therefor. 

Before appointing a general agent 
the company endeavors to ascertain if 
he is of the type whose work will 
satisfy not only himself but also its 
own reasonable expectations. Many 
companies recognize the limitations of 
purely personal work, and therefore 
appreciate the superior qualifications 
of one who can establish a large and 
efficient agency force. They also realize 
that the task of the average general 
agent in securing sub-agents who can 
piake a living exclusively by selling 
life insurance is one of the difficult 
problems of tire business. 

The lack of agency organization 
adequate to the size and importance of 
the territory is the one great weakness 
at many agencies of most companies. 
It is admitted that there are various 
causes responsible for such a condition. 
How best to overcome the difficulty is 
still a vexed question. For the present 
it must continue to be answered largely 
by individual effort and experience. 

Attitude of General Agent. 

This problem of developing territory 
is the largest and most important to 
be solved. The combined intellect and 
experience of the insurance experts 
must be applied to and concentrated 
upon it. 

It seems to me that the first step 
in agency development. must be the 
acquiring of a right mental attitude by 
the general agent. He must realize that 
we are living in the greatest time the 
world has known, in the greatest 
country ever evolved from the mind ot 
man—great because the proportion of 
men in it who do things is so great. 

All agree with Elizur Wright, the 
first agent appointed by the New Eng- 
land Mutual Life Insurance Company, 
of Boston, and the “father” of the legal 
reserve system of life insurance, who 
said: “The civilization of this continent 
has no institution of which it has a 
better right to be proud than that of 
life insurance.” This is even more true 
in our day because life insurance has 
become the most influential and the 
most important financial factor in this 
country, as regards both capital con- 
trolled and benefits conferred upon 
mankind. It is growing in importance 
year by year. In no other line of 
human activity is man making greater 
progress. Nowhere else is there such 
opportunity. The scope of the busi- 


ness has broadened to such an extent 
in recent years that the future holds 
large rewards for the agent. A general 
agent without supreme optimism as to 
the future development and recognition 
of the business will find it almost im- 


possible to enlist and retain others in 
the work. 
Must Have Production. 

The general agent should realize that 
his contract with the company is a 
valuable franchise, dependent upon a 
broad but conservative management of 
his office, and the production of suffi- 
cient new business to satisfy the home 
office management. 

As a general proposition it may be 
stated that the company executive is 
open to severe criticism for continuing 
to maintain an agency unless the gen- 
eral agent in charge can maintain a 
continuous record of accomplishment 
and efficiency; in fact, this is the dis- 
tinctive note of the times, and applies 
equally to all lines, whether mercantile, 
manufacturing or financial. 

Wise, indeed, therefore, is the general 
agents who can sense the trend of the 
times and stave off the otherwise in- 
evitable by activity and results in 
agency organization. 

General agents, like nations, dare not 
be deaf to the warning of Goethe: 
“Thou must rise or fall, must conquer 
and subjugate or serve and surrender, 
must suffer or triumph, must be anvil 
or hammer.” Too much stress cannot 
be laid upon these two points, for in the 
absence of either competent administra- 
tion of his office or a reasonable volume 
of business, a general agent fails to just- 
ify his appointment. 

It has been my experience and obser- 
vation that many of the best producers 
among sub-agents were accidents; they 
just happened. No one can predict who 
will make good as a life insurance sales- 
man. Many men who possess the “ear 
marks” of winners fail and others who 
at the outset seemed hopeless succeed. 
We cannot, however, depend on luck 
alone for success in the development of 
agencies; we must also work and strive. 
But beyond industry, beyond intelli- 
gence, beyond judgment, there is also 
the element of chance and fate. 

Circularizing and Advertising. 

Neither circularizing nor advertising 
will accomplish much in developing 
territory. As well expect a harvest by 
sowing oats on an asphalt pavement 
with a flock of pigeons on a nearby roof. 
Advertising mediums and the mails can 
be utilized to bring suggestions, but the 
personal equation is lacking. The most 
effective method is frequent trips to the 
city or town you wish covered, and a 
well-directed personal canvass for the 
man. That man, like the one in the 
story of the message to Garcia, is 
“somewhere in the wilderness of men 
and a Rowan will certainly find him.” 

Some general agents have a compe- 
tent man for the work of developing 
outside territory. All general agents 
should have such a man, unless they 
are in a position to do the work them- 
selves. 

The best results will be obtained by 
following a few general rules that ob 
viously are applicable to the situation. 
in selecting agents, see to it that they 
are honest. Dishonest men, no matter 
what their qualifications, will harm both 
the company and the general agent. As 
é life insurance company is so depend- 
ent upon the confidence and good will 
of the public, you should be as careful 
in investigating this point as you would 
if he were an applicant for the position 
of cashier in your office. Other things 
being equal, the more intelligent the 
agent the better, but this does not nec- 
essarily mean a college graduate. Ex- 
perience with men is what counts. The 
combination of a trained mind and suc- 
cessful business experience ig ideal. 

Most successful men have good con- 





OPPORTUNITY! 


The New York Agency of the Union Central Life Insurance Company, offers 
to a few life insurance men located in fields where production is limited, an 
opportunity to enter the business in New York City, the greatest insurance 
field in the country. Every facility will be given to ambitious and energetic 
men. 
Write to L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








FEDERAL LIFE 


———_—— 
Insurance in Force ~ - . - $20,000,000.00 
Capital, Surplus and Reserv - 3,000,000.00 


An enterprising, progressive, 12 year old Life Insurance Company issuing all standard forms 
of term, non-participating, annual and deferred dividend policies. 

Accident and Health Department just being inaugurated. 

Exceptional opportunities for men of ability desiring to form PERMANENT conneetions. 


If Interested address’ ISAAC MILLER HAMILTON, President 
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Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President . 
CAPITAL $1,000,000 SURPLUS $500,000 


LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches for PRODUCERS 
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FOUNDED 1868 


National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON Home Office: 
President National Life Bldg., Chicago 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 
Honorable and industrious men with or without experience in Life 
Insurance are solicited as Field Representatives for this Company. 
There are few companies as substantial and none with more desir- 
able contracts for the rightmen. Our policy ontracts are the most 
attractive issued. 
Address all communications to ROBERT D. LAY, Secretary 
CHICAGO’S OLDEST AND STRONGEST COMPANY 
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1911. Business that stays and pays is best for the 
agent and the Company. A clear,fair policy contract 
accomplishes this. 
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stitutions with which to start, and to 
succeed in the life insurance business it 
is necessary that our bodies be healthy 
and sound. The importance of health in 
relation to business life cannot be over- 
estimated. Physical and cerebral tough- 
ness are the prime requisites in winning 
the prizes of life, even to those en- 
dowed with the right natural capacity 
for their vocation. 

When possible select the man who 
has the habit of doing something every 
minute, one who “works on his nerves;” 
such a one will be neither lazy nor in- 
different. Never start an agent who 
does not give strong evidence of a de- 
sire to learn, a willingness to work and 
an ambition to succeed. Avoid the man 
who is heavily in debt or slow in paying 
his bills. It rarely pays to start-a man 
who has been through bankruptcy, for, 
generally speaking, his mental attitude 
will be conducive to frequent attacks of 
the “blues.” 

I would advise against women agents 
in outside territory. As a rule they, 
more than men, need the stimulus of 
personal co-operation, and therefore if 
added to your agency force should be 
located at the general agency head- 
quarters, but invariably in an office by 
themselves. . 

Desirable Agency Prospects. 

We cannot possibly hope to sug- 
gest all the many solutions of this prob- 
lem, but out of my experience and ob- 
servation I know that desirable agency 
prospects will be found among the fol- 
lowing: 

Commercial Travelers—Many high- 
grade traveling men would hail 
with delight a proposition that permits 
of greater home life and independence 
of thought and action. Most men who 
have successfully sold any line of goods 
can quickly get in shape for writing life 
insurance. But commercial salesmen, 
more than any other class, will need 
your co-operation in the way of fur- 
nishing prospect lists, as most of them 
have been accustomed to calling on 
specific individuals or firms. 

Teachers.—The profession of teach- 
ing is among the noblest of occu- 
pations, and yet from a material stand- 
point one of the most poorly paid. Some 
of the very best men in the business of 
life insurance, both at the home office 
and in the field, were formerly teachers. 
You will find them mellow, too, and well 
adapted for our business. 

Employes of Banks and Manufactur- 
ing Offices—Here we find men on 
small salaries and with advance- 
ment uncertain. They are men 
better than the average in intelligence 
and may be directed along lines that 
make for permanency. 

Manufacturers and Merchants.— 
There are many exceptionally bright 
men inthis class who through lack 


of capital are forced to operate 
on a small scale. They can easily 
be shown that in life insurance 


their activities will not be restricted by 
the limitations of either capital or the 
business. 

Professional Men.—It is quite gen- 
erally conceded that the so-called 
learned professions are overcrowded, and 
therefore at the outset the opportuni- 
ties of such a career in most cases are 
limited. I recall reading quite recently 
in the “New York Sun” that in New 
York city there are thirty-five hundred 
young lawyers who are not making a 
living. This is undoubtedly true in pro- 
portion of other cities. 

Tips From Banks, Etc. 

Banks, railways and, other large in- 
stitutions are constantly receiving ap- 
plications for inside positions, most of 
which they cannot utilize. These letters 
give an idea of age, education and fit- 
ness of the applicant, and to the wide- 
awake general agent would offer ex- 
cellent material for an agency force. It 
goes without saying that an employer 
cannot give positions to all who seek 
them, yet it is not the most pleasant 
task to turn a man down. What objec- 
tion could there be to referring such 
cases to an insurance manager? Gen- 
eral agents should take the hint and 


try to form connections that will b: 
them in contact with this material. ~~ 
The Spare-time Agent. 

More and more the tendency is to 
eliminate from our business the so- 
called “spare-time agent.” While such 
action cannot be successfully applied to 
scattered country districts, it should, 
however, with few exceptions, be the 
rule in more populous centers. 

this connection the action of the 
New York State Insurance Department 
will be noted with special interest: 
STATE OF NEW YORK, 
INSURANCE DEPARTMENT. 
William T. Emmet, 
Superintendent of Insurance, 
John Doe, Esq. . 

Dear Sir,—We are herewith enclosing 
a license for you to do business in this 
State as a life insurance agent for the 
ensuing year. In this connection, how- 
ever, I call your attention to the fact 
that the regular practice of this depart- 
ment is only to issue such licenses to 
men who intend devoting their entire 
time to the business of soliciting life in- 
surance. This is a rule of the depart- 
ment which is not varied from except- 
ing in cases where applications coming 
from men who propose to devote only 
a portion of their time to this business 
are accompanied by the strongest rec- 
ommendations as to competency and 
trustworthiness, and also by some def- 
inite assurances to the effect that the 
applicant intends ultimately to engage 
exciusively in the business of soliciting 
life insurance, and that his application 
as a part-time man is made in order to 
enable him to withdraw gradually from 
his present occupation. In all such 
cases the record of the applicant to 
whom a license may be granted to do 
business for one year as a part-time man 
will be carefully scrutinized at the end '| 
of the year with respect both to the 
volume of business transacted during 
the year and to the manner in which 
it has been transacted. If it should 
then appear that the results have been 
such as to indicate either that the ap- 
plicant has not established himself suffi- 
ciently in the life insurance field to 
warrant the conclusion that he can con- 
duct that business exclusively, or that 
there has been any lack of professional 
knowledge and efficiency in his dealings 
with his clients, the license will not be 
renewed at the end of the first year. 

Placed on Probation. 

This department realizes that the 
ranks of life insurance solicitors must 
from time to time be recruited from men 
who have previously been otherwise en- 
gaged, and that it is sometimes im- 
practicable to sever the earlier busi- 
tess connections until it has been as- 
certained whether the occupation of a 
life insurance solicitor can be ex- 
clusively embarked on. In the cases of 
men who can establish a streng prima 
facie case as aforesaid, we shall be dis- 





posed, by the issuance of an experi- 
mental license for one year, to give the 
applicant every opportunity to make his 
choice definitely. In all such cases, 
however, it must be borne constantly 
in mind that the business of soliciting 
life insurance is one that calls for a high 
degree of professional efficiency and 
training, and that in the long run it can 
be only conducted properly by those 
who devote their entire time to it. 

Believing that from your application 
and the accompanying endorsements 
you may without injury to the business 
be given an opportunity during the en- 
suing year to demonstrate your trust- 
worthiness and capacity to solicit life 
insurance, and to make this your sole 
occupation, we have decided to issue to 
you the license for one year, which is 
herewith enclosed. Your attention is 
called, however, to the contents of this 
letter, so that if at the end of the year 
the record of your work falls short in 
any particular from the standards above 
set forth, you may know that your li- 
cense will not be renewed. 

Very truly your, 
W. T. EMMBT, Superintendent. 
Personal Contact and Interest.. 

Having appointed your agent, see him 
frequently, study his individualism, 
close cases for him without charge dur- 
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The Daily Average of the Company’s 
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526 per day in Number of Claims Paid. 


6,482 per day in Number of Policies 
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GOOD AGENCY CONTRACTS TO GOOD AGENTS 
APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 
——or To——— 


W. N. COMPTON, General Agent, 220 Broadway, New York 
FRANCIS MARSH, Mgr. for Eastern Mass., 120 Franklin 8t., Boston 
WHITE & FENWICK, State Agents, Union Bldg., 9 Clinton 8t., Newark, N. J. 
The Company issues the best and most liberal forms of Life, Endowment and Term 
Policies, complying with the rigid requirements of the Massachusetts Laws 

















ing the first year at least (and for a 
greater period if you feel that he is not 
leaning upon you), follow up the co- 
operation which your home office is giv- 
ing along educational lines by seeing to 
it that he becomes thoroughly posted on 
how to use the data in the Company’s 
Rate Book and other publications. Ed- 
ucation embracing the selling point of 
the company’s proposition in particular, 
and life insurance points in general, is 
an important factor in the progress and 
well-being of the new agent, for a 
thorough understanding of the goods ae 
sells enhances a salesman’s capacity to 
labor, enables him to put forth his ef- 
forts at soliciting to the best advantage 
and strengthens his capacity for well- 
directed action. 

The knowledge which proceeds from a 
practical understanding of the subject 
is a powerful factor in impressing that 
subject upon others. In most instances 
it is through your demonstration in 
actually closing cases that your new 
agent will best become fitted for the 
business and besides it will stimulate 
and encourage him to continue. 

Make a Liberal Contract. 

Above all, you should give a full- 

time man a liberal contract. Unless he 





can see a future in the business, he will 
drift into other lines. He is selling a 
non-forfeitable life insurance contract. 
To create and preserve the right mental 
attitude in him, nothing is more effec- 
tive, aside from paid-for business, than 
a non-forfeitable agency contract. 

To be a successful general agent you 
must realize that oppcrtunities are 
created by the development of the 
power which deals with them, and they 
come to men, as a rule, in exact pro- 
portion to their ability to recognize and 
handle them. 

It is a self-evident fact that when a 
determined effort is made to do some- 
thing worth doing the results aimed for 
are usually accomplished. It may be a 
long, hard pull to get satisfactory re- 
sults, but I believe the surest way to 
succeed is in first determining not to 
fail. 

Remember that “all roads lead to 
Rome,” and if you try enough paths 
you will find the one that leads to the 
coveted goal of every ambitious general 
agent, namely,—Success. 





Do you read the advertisements in 
THE EASTERN UNDERWRITER? 
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CONSERVATION MOVEMENT. 





The August Bulletin issued by W. L. 
Clayton, insurance commissioner for 
Colorado, deals entirely with the conser- 
vation of life and the prevention of acci- 
dents. He points out what is being done 
for the prevention of loss by fire, the 
annual amount of such loss, he says, 
being estimated at $350,000,000, where- 
as the estimated annual loss “from 
needless sickness and preventable or 
postponable death is placed at $1,500,- 
000,000.” Mr. Clayton says that this is a 
minimum figure; that the actual loss 
would doubtless be in the neighborhood 
of three billion dollars. He bases his 
estimate on the assumption that “$2,500 
represents the productive value of a life, 
and also the loss of earnings during 
sickness, and sick expenses.” He be- 
lieves that there should be a nation- 
wide campaign for the conservation of 
health and life, and the prevention of 
an enormous economic waste. 

Reference is made to the fact that 
during the past thirty years a reduction 
of 25 per cent. has been made in the 
death rate, this great benefit being due 
to discoveries which have checked sick- 
hess and mortality resulting from com- 
municable diseases such as tuberculosis, 
typhoid, diptheria and other germ dis- 
eases. While the showing in these re 
spects has been highly satisfactory, the 
death rate due to chronic diseases of the 
heart, kidneys and brain has increased 
tremendously. 

That the expenditure of considerable 
money will be required to check the up- 
ward tendency of the mortality ratio 
due to the causes last mentioned is well 
recognized but in Mr, Clayton’s opinion 
“we must compare our expenditures for 
the public health with the life-waste 
that is still going on.” The startling 
statement is made that “there is not a 
health department in the country prop- 
erly equipped to combat the life-waste 
going on within its jurisdiction.” 

“Why worry about the parlor match,” 
says Commissioner Clayton, “when the 
tubercle germ kills over 150,000 people 
annually and afflicts perhaps 800,000 
who are spreading it to others without 
restriction.or supervision.” He calls at- 
tention to the need for concerted action 


among life insurance companies for the 
prevention of this waste due to prevent- 
able diseases, pointing out that “out of 
238 life insurance companies, large and 
small, but a half a dozen have so far 
joined in this work.” Commissioner 


Clayton says in part: 

As to the insurance companies, they 
pay heavy taxes in nearly every State, 
and have a right to ask that some of 
this money be used to protect the pub- 
lic health. In a sense, we are all em- 
ployes of the insuring public, because 
the insurance companies re required to 
pay the cost of supervision. We draw 
our salaries from the same source that 
the officers of these companies do, and 
wherever and whenever we can consist- 
ently and with propriety sustain and 
support them in their efforts to reduce 
human misery and the cost of insur- 
ance, it is our duty to do so. 

The life insurance companies spend 
about $6,000,000 annually, through their 
medical and inspection departments, to 
see that lives are unimpaired when in- 
sured, because the rates are based upon 
medically selected lives. * * * That 
a permanent reduction in the death-rate 
will operate to reduce the cost of life 
insurance to the policyholders is ob- 
vious. If the average mortality of life 
companies is around 80 per cent. of the 
net expected, and it can by any means 
be redweed to 70 per cent., the annual 
mortality savings would be increased by 
10 per cent.; and this would not be a 
mere bookkeeping saving, but actual 
cash which goes into the surplus from 
which dividends are paid to policyhold- 


ers. 

The latest annual statements avail- 
able indicate that the mortality savings 
of thirtyeight American companies 
which have existed fifteen years or over 
was $31,000,000 during 1910. And virtu- 
ally all of this money reaches the policy- 
holders; for the total dividends paid 
stockholders by life insurance compan- 
ies are almost trifling compared with 
the amount of dividends and refunds 
which are returned to the policyholders. 
If it is a good thing to save this much, 
it would be a better thing to save more. 





Want Texas Board Abolished. 





The Texas State Insurance Board law 
was denounced by the South Texas 
Wholesale Grocers’ Association at its 
second annual convention held at Gal- 
veston. The present State insurance 
board was called a “legalized trust 
which does not conduce to the best in- 
terests of Texas.” The association, by a 
resolution unanimously passed, decided 
to have the insurance situation with par- 
ticular reference to this law investigat- 
ed by a committee. The aim of the 
committee, it was said, will be to have 
the State insurance board abolished. 
This committee, appointed by President 
Morris Stern of Galveston, consists of 
H, C. Schumacher, of Houston; R. H. 
Hall, of San Augustine, and A. Gold- 
man, of Austin. 


Henry S. Nollen, secretary of the 
Bankers Life Co. of Des Moines, stopped 
in New York last week on his way 
home from a well earned vacation in 
the White Mountains of New England. 
Mr. Nollen looked browned and “fit.” 
He is primed for some more strenuous 
work for the Bankers Life Co. for 
which he has already performed a 
herculean task. The Bankers Life 
with $481,000,000 assessment business 
reincorporated on the old line basis 
and is not only holding this, thanks 
to the efficient management of the 
Company, but is writing a fine line of 
legal reserve life insurance as well. 
Mr. Nollen found a lot of stimulus 
in his stay in the White Mountains 
“Down East,” all of which will be 
turned into increased paid for business 
for the Bankers Life. 





The Chinese have a proverb which 
says: “If the farmer is diligent the 
soil will not be lazy.” 


GRORGIA’S NEW GENERAL LAW 


iS COMPREHENSIVE IN ITS SCOPE. 








Insurance Measure Creating Insurance 
Department and Governing Super- 
vision of Business Passed House. 





The general insurance measure which 
passed the Georgia House last week 
provides for the creation of the Insur- 
ance Department of the State of Georgia 
in the office of the Comptroller General. 
The Insurance Commissioner is given 
the right to appoint a deputy insurance 
commissioner, who shall be a man of 
actual experience. He has authority 
to prescribe such reasonable rules and 
regulations as he may deem necessary 
for the control and government of all 
insurance companies mentioned in the 
act. 

The law limits commissions paid on 
the sale of stock in the promotion of 
insurance companies of all kinds to 10 
per cent. and does not allow any 
executive officer to participate in the 
commissions on such sales. Special 
contracts, board contracts, rebates and 
other discriminations are prohibited. 
The right to sell income certificates is 
withdrawn. 

Before granting a charter to any 
insurance company or before it offers 
for sale any of its stock a company 
must come under the supervision of the 
Insurance Commissioner, who shalt 
prescribe the rules and regulations re- 
garding the use of funds collected and 
see that they are invested as the law 
directs. 

Fire companies are required to have 
a minimum capital of $25,000 before 
being authorized to do business. They 
must also write a standard or uniform 
policy. Provision is made for the ap- 
pointment of a fire inspector, who shall 
investigate the cause of any suspicious 
fires and shall make report of all matter 
connected therewith to the Insurance 
Commissioner. The fire inspector is 
required to furnish the solicitor general 
of the circuit in which the fire occurs 
with all the facts, together with the 
names of witnesses, when in his opinion 
there is evidence sufficient to charge 
any person with the crime of arson. 
The compensation of the fire inspector 
is defrayed by the fire insurance com- 
panies doing business in the State, 
and is derived from a tax of not more 
than one-tenth of one per cent., in the 
discretion of the Insurance Commis- 
sioner, on the gross receipts of all fire 
insurance companies, levied for this 
purpose. 

Surety, fidelity and bonding compan- 
ies are required to deposit $25,000 with 
the State Treasurer. The salary of the In- 
surance Commissioner is fixed at $3,000, 
that of the deputy at $3,000 and $1,500 
additional is appropriated to cover the 
salary of a clerk. The Insurance Com- 
missioner must be the Comptroller 
General, whose salary is $2,000 in the 
latter capacity, making his total com- 
pensation $5,000. 

Whenever any domestic life insur- 
ance company is insolvent or has un- 
lawfully refused to submit its books 
to the reasonable inspection of the 
commissioner or deputy, or is about to 
reinsure its business, the commissioner 
is given authority to apply to a Circuit 
Court, through the Attorney General, 
for an order directing such company to 
show cause why he should not take pos- 
session of its property and conduct its 
business, or for such other relief as the 
nature of the case may require. 





Mallalieu on Pacific Coast. 





W. E. Mallalieu, general agent of the 
National Board of Fire Underwriters, is 
spending his vacation along the Pacific 
Coast, and plans to return to New York 
via Denver. Mr. Mallalieu attended the 
recent gathering of insurance commis- 
sioners at Spokane, and was one of the 
speakers at the banquet. 





OF PERSONAL INTEREST 


The achievement of President John 
G. Hoyt in placing the Hartford Life 
on its present splendid basis of 
economical production, sound develop- 
ment and rapidly increasing business, 
is quite generally recognized in the life 

, but nowhere have we ever 
seen due credit given to President 
Hoyt’s chief lieutenant and right hand 
“man”—Mrs. Hoyt—for the part she 
has played in this achievement. At 
the recent convention of the $100,000 
Club at the home office, Mrs. Hoyt was 
selected an honorary member and it 
was no empty or unearned honor that 
was conferred, as every member of the 
Club knows. Mrs. Hoyt, beautiful, ac- 
complished and withal most modest, 
has been quietly doing a big work for 
the Hartford Life. When Hartford Life 
men get together it is their custom to 
bring their wives and Mrs. Hoyt has 
infused into the families of the agents 
a fine pride, enthusiasm and loyalty 
for the Company, that makes it a mat- 
ter of family interest that the Hartford 
shall progress. With gracious modesty 
and charm, Mrs. Hoyt has made the 
wives of the humblest agents her 
personal friends. She has imbued them 
with the “Hartford” spirit and enthu- 
siasm. Mrs. Hoyt has been an able 
“assistant to the president” in the 
field. She has been of inestimable 
value in cementing the agency force 
and if Hartford men are able to pro- 
duce better than the average, it is be- 
cause they have sympathy and inspira- 
tion from the Hartford women at home. 
The Hartford Life is to be congratu- 
lated for having Mrs. Hoyt. 








President A. Willard Damon of the 
Springfield Fire & Marine Insurance 
Company, of Springfield, Mass., com- 
pleted on August 2 fifty years in the 
fire insurance business, and in the 
simple manner which has marked every- 
thing he has done and endeared him 
to all who know him, he promptly 
started on another half century. Presi- 
dent Damon meets all comers in the 
same genial manner—every one of his 
employes can have a word with him 
(the office boy not excepted) to their 
pleasure and profit; and the ealler 
from out of town is likewise sure to 
find a pleasant greeting awaiting him, 
though he may not be expected. The 
Washington Fire & Marine of Boston 
held on to Mr. Damon for twenty-five 
years, or from August 2, 1862, until 
the first day of December, 1887, when 
he resigned the position of secretary 
and treasurer which he had held for 
seven years. A ten months’ vacation 
in California resting both mind and 
body was soon over, and the follow- 
ing year again found him in the fire 
insurance business. On January 1, 1895, 
after spending several years in the 
field, Mr. Damon was elected assistant 
secretary of the Springfield Fire & 
Marine and the same year, on the death 
of the late President Andrew J. Wright, 
he was chosen to fill that vacancy. 
President Damon is not only an under- 
writer but a financier. The Springfield 
assets of about $3,500,000 in 1895 have 
grown to upward of $10,500,000 and its 
premium income has increased from 
$1,700,000 to $5,250,000 since then.—“In- 
surance Field.” 





Dr. John P. Munn, president of the 
United States Life Insurance Co. has 
presented the University of Rochester 
(N. Y.) with a building site for the 
erection of an extension to the Uni- 
versity. 





T. F. Lawrence, vice-president of the 
Hartford Life, has recuperated suffi- 
ciently to go for a month’s rest in the 
Western States. 





John J. Moriarty, Supt. Med. Dept. 
Hartford Life, favorably regarded by 
his staff, is journeying to State camp 
with the Connecticut regiment. 
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FIRE INSURANCE DEPARTMENT 








TO FIGHT ARKANSAS TAX GRAB 


ALL COMPANIES JOIN IN DEFENSE. 








National Board Decides to Co-Operate 
With Life Presidents Association 
In Suits. 





The fire insurance companies will 
co-operate with the life and casualty 
companies in resisting the enormous 
demands of the Attorney General of 
Arkansas who has instituted suits 
against all the companies doing busi- 
ness in that State to recover alleged 
back taxes due, amounting to about 
$4,000,000. At a meeting of the com- 
mittee on laws of the National Board 
of Fire Underwriters, held this week, 
it was decided that the fire companies 
weuld accept as counsel to handle their 
interests whatever firm was engaged 
by Attorney Alfred Hurrell, of the 
Association of Life Insurance Presidents, 
who is now in Little Rock for that 
purpose. The casualty companies have 
also indicated that they will join the 
other companies in the defense, 


The State of Arkansas asks for over 
$4,000,000 in back taxes since 1873, with 
interest at 6 per cent., and if successful 
would recover nearly $400,000 from 
some of the larger life companies and 
$100,000 each from some of the leading 
fire companies. 

The suits are based upon a claim 
that the tax law of 1875, under which 
the companies have been paying taxes 
since that time, did not repeal the tax 
law of 1873, under which the suits are 
brought. The 1873 law imposed a tax 
of 3 per cent. on the gross premiums, 
but two years later a new tax law was 
passed requiring 2% per cent. on pre- 
miums, less losses and commissions. 
The companies hold that the 3 per 
cent. gross premium tax was repealed 
by the 2% per cent. tax, but the State 
holds that this is not the case. 

It also charges that many com- 
panies in making their returns for tax- 
ation have deducted more than 
losses and commissions, including also 
returned premiums, reinsurance pre- 
miums, dividends, etc., and asks for 
the tax on this amount. The State 
announces that it will press for an 
early trial and that under the law suits 
for taxes take precedence of other 
litigation. 

Following is a section of the Kansas 
act of February 27, 1875: 

Sec. 13. Every company doing in- 
surance business in this State shall file 
with the auditor, at the same time with 
its annual statement, a sworn state- 
ment of its net receipts in this State 
for the year ending on the 3ist day 
of December, after deducting losses and 
commissions from its gross receipts, 
and shall pay into the State treasury, 
on or before the first of March, a tax 


of two and one-half per centum on such 
net receipts, and such tax shall be in 
lieu of all other taxes—State, county 
or municipal—on such receipts, nor 
shall any city, town or municipality, 
impose any license fee or privilege tax 
upon any company, or the agent of 
apy company, for the privilege of trans- 
acting such business of insurance. 





ABILITY REWARDED. 





Alexander Webb Chosen President of 
‘North Carolina Fire—Prominent 
Young Underwriter. 





Substantial recognition of service and 
ability came to Alexander Webb when 
he was elected in the past week to 
the presidency of the North Carolina 
Home Insurance Co. of Raleigh, N. C., 
which position was made vacant by the 
death of Hon. Robert H. Battle on May 
19 of this year. Mr. Webb has been 
vice-president of the company since 
April, 1899, and the most active officer 
in the administration of its affairs. 
This merited recognition of his valuable 
work can but further assure the con- 
tined success of this old, firmly estab- 
lished and growing company. 

Mr. Webb was born in Ridgeway, 
North Carolina, December 17, 1870, and 
moved to Asheville in 1891. After three 
years’ experience in the newspaper 
business he embarked in life and fire 
insurance in which he found his calling. 
In October, 1898, he organized the 
North Carolina Fire Underwriters Asso- 
ciation, of which he was unanimously 
elected first president. He was one of 
the promoters and now a director 
of the Merchants Wational Bank of 
Raleigh; was active in the organization 
and is now a director of the Raleigh 
Building & Loan Association and a 
member of the Board of Aldermen. He 
is also a director in the Greensboro 
Life Insurance Co., North Carolina 
Railroad Co., Atlantic & North Carolina 
Railroad Co. and the North Carolina 
Home Insurance Company. 





ADMITTED TO FIRM. 





Thomas F. Rice Becomes A Partner in 
the Prominent Albany Agency of 
Jenison and Company. 





Special agents and other friends of 
Thomas F. Rice, for many years identi- 
fied with the prominent Albany, N. Y., 
agency of Jenison and Company will be 
pleased to learn that he has been ad- 
mitted to the firm, the individual mem- 
bers of which are now E. D. Jenison and 
Thomas F. Rice. 

Mr. Jenison is president of the Com- 
merce Insurance Company of Albany, 
which occupies the same quarters as 
the agency firm. Entering the office 
as a boy Mr. Rice speedily made a place 
for himself and has now been admitted 
to firm membership. 





CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 


A wise agent makes his. strongest company 
his leader. That company is certain 
to be the Continental. 


Home Office Western Office 
80 Maiden Lane, New York 332 South La Salle St., Chicago 


HENRY EVANS, President 
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Fidelity-Phenix Fire Insurance Company 
OF NEW YORK 





Ten thousand loyal agents prove the practical 
value of representing the Fidelity-Phenix 





Home Office Western Office 
80 Maiden Lane, New York 137 South La Salle St., Chicago 


HENRY EVANS, President 
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FIDELITY (FIRE) UNDERWRITERS 


OF NEW YORK 


Backed by almost illimitable re- 
sources, the Fidelity Underwriters 
policy is the strongest fire policy 
issued today. 


Gross Combined Assets........ $39,910,002 
Policyholders’ Surplus.......... $22,727,588 


Home Office Western Office 
80 Maiden Lane, New York 332 South La Salle St., Chicago 
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An 
Agent’s 
Chief 
Asset 





Lies in the confidence his customers have in him. 


Preserve that confidence by representing the 


Fred S. James & Co. 





General Fire of —— 


Paris, France 


UNITED STATES MANAGERS 





123 William Street 


The oldest, strongest and best of the French companies. 


If the Company is not represented in your city or 
town write 


NEW YORK CITY 
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GRADED COMMISSION PROBLEM 


FURTHER OPINION ON SUBJECT. 
interesting Views on Important Ques- 
tion Given by Well-known 

Agents. 








The discussion in the Journal of Com- 
merce and Commercial Bulletin on the 
question of the effect of the graded 
commission plan was devoted mainly 
this week to well-known agents in dif- 
ferent sections of the country. Some of 
the opinions given are as follows: 

W. T. Shackelford & Co., of Balti- 
more, Md. “We dislike very much to 
enter into these questions for publica- 
tion, but for your information we would 
state that there have been so many radi- 
cal changes brought about as the result 
of the adoption of the Eastern Union 
agreement in this city, we are hardly 
in a position to pass intelligently upon 
the question involved. We think we are 
safe, however, in stating without fear of 
contradiction that the graded commis- 
sions unquestionably make a consider- 
able reduction from the agents’ stand- 
point here.” 

F. W. Offenhauser, of Texarkana, 
Ark., and Texas. “Please be advised in 
advance that my views must necessarily 
be formed from my Arkansas experi- 
ence, as the Texas agent has never been 
given an opportunity to familiarize him- 
self with the more pay program. The 
graded commission plan of compensa- 
tion, I believe, was invented as a war 
measure against excess commission pay- 
ing companies. The results show this to 
have been well conceived; and while 
the troubles of the low commission com- 
panies have been minimized, those of 
the local agent have increased through 
the multiplicity of agents. Higher com- 
missions, we all know, mean more 
agents. It ig claimed that the increase 
in commissions is justified by the higher 
cost of living. This sounds logical, but 
with a longer division of the business 
among a larger number of agents, I fail 
to see wherein the benefit to us lies, 

“To my way of thinking, the contin- 
gent plan of compensation is the only 
method that will produce satisfactory 
results. If participation in the profits 
has seemed desirable for managers and 
general agents, would it not appear all 
the more essential to apply this prin- 
ciple to the agent who produces the 
business, I ask? The leading agents of 


the South are almost a unit in favor of| 


contingent commissions, because they 
believe it will eliminate the incompetent 
agent and place the business on a more 
profitable basis. So as I see it, graded 
commissions have only increased the 
cost of doing business without any cor- 
responding benefit.” 

Knowles Brothers, of Pensacola, Fla. 
“We have never been in favor of the 
principle of graded commissions. We 
think there is no doubt that an agent 
working on 15 per cent. flat as hereto- 
fore is certainly making more money on 
his business under the graded commis- 
sion plan than formerly on 15 per cent. 
flat. 

“We are of the opinion that the 
agents who are now receiving the 
graded commission in lieu of 15 per 
cent. flat as heretofore have certainly 
been benefited, although, as above 
stated, we are opposed to the principle 
of graded commissions. Our own pref- 
erence as to method of compensation 
for agents is the contingent commission 
plan, if it could be arranged on a proper 
basis.” 

John B. Reeves & Son, of Charleston, 
S. C. “As we understand the matter 
the Eastern Union plan and the S. BE. U. 
A. plan are identical. On that assump- 
tion we would say that as between a flat 
15 per cent. commission and 15 per 
cent., 20 per cent. and 25 per cent. 
graded, the advantage is necessarily 
greater in dollars and cents to the local 
agent under the graded plan; the ex- 
tent, of course, depending on the char- 
acter of his business. The graded com- 
mission is a step toward larger com- 


pensation; it certainly cannot produce 
less than the old flat 15 per cent. plan 
and therefore it has accomplished the 
object for which it was designed and 
has benefited the agency business pro 
tanto. The plan, however, is cumber- 
some and tends to confusion and the 
increase of errors. When the Southern 
agents were clamoring for increased 
compensation they, with their char- 
acteristic loyalty to high notions of 
meum and teum desired to test the 
virtue of profit sharing with the compa- 
nies and they urged the adoption of the 
so-called contingent plan. The compa- 
nies turned that appeal down, and, as a 
compromise, offered graded commis- 
sions. The agents accepted the offer 
as a kind of ‘Hobson’s choice.’ 

“We ourselves have always regarded 
profit sharing as the ideal plan and have 
not read or heard any valid argument 
that could change that opinion; on the 
contrary, the more we have studied the 
question the deeper is our conviction 
that profit sharing is logical from every 
point of view. It makes agents think 
twice before committing the companies. 
It is a potent conservator and an edu- 
cator and it will help to reduce the fire 
waste.” 

W. L. Wilson & Co., of Savan- 
nah, Ga. 
no question but what an agent re- 
ceived a-larger return under this 
torm of compensation than under 
the 15 per cent. flat, which the agents 
in the South have always received, ex- 
cept some who were favored by a non- 
board company, with an overriding com- 
mission on preferred business. Our in- 
dividual opinion is that the only proper 
method of compensation to an agent is 
contingent, and we have always taken 
that position. We believe it would do 
more to reduce fire waste than any plan 
suggested, but we have been in a hope- 
less minority, and the companies have 
declined to accede to that suggestion, 
so we have accepted graded commis- 
sions and have no protest to make. But 
the writer is firmly of the opinion there 


“We think that there is 


cught not to be any difference in com- 
missions. No class ought to be loaded 
with a heavier ratio of expense, as is 
the case in this instance, by the pay- 
ment of graded commissions. The rates 
should be reduced, the amount of this 
loading and a uniform commission paid 
on all business. Of course in saying this 
i am talking directly against my own 
interests, but I believe that that is the 
proper method, and if you will couple 
that with contingent I believe that the 
better class of agents will be materially 
benefited.” 

B. P. Learned & Co., of Norwich, 
Conn. “We rather hesitate to express 
our opinion regarding this question be- 
cause the gain or otherwise by it, on 
the part of the agent, depends so 
largely on the character of the business 
which he writes. If his business con- 
sists mostly of dwelling property and 
preferred risks of that character gen- 
erally, there is no question in our mind 
but that he gains to a marked extent by 
this commission rule. 

“It would appear, therefore, on the 
other hand, that the agent whose busi- 
ness consists mostly of mercantile prop- 
erty would not gain anything by adopt- 
ing this plan, in fact, his expenses, 
which, of course, he has to assume now 
and which were formerly carried by the 
companies, would eat up whatever 
slight gain he might obtain by this rule. 
We should not hesitate, however, to ex- 
press our opinion that the average 
agent outside the larger business cen- 
ters does gain to a certain extent by 
adopting this rule. We should say per- 
haps the commission thereunder would 
average 16 or maybe 16% per cent.” 

Greene & Bates, of Worcester, Mass. 
“Graded commissions over all territory 
is a wrong plan in the opinion of many 
agents. This plan overpays the village 
agent with a minimum expense and 
places him altogether out of proportion 
to the city agent in the conditions he 
labors under, and induces many without 
iraining or interest to take up the busi- 
ness as a side line. The graded plan 
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THE PYRENE FIRE EXTINGUISHER, 
the device in which Pyrene is used, 
is a strongly-built double-acting pump. 


Pyrene to a distance of thirty feet. 
The Extinguisher is designed for 
strength and ease of operation. 


Pyrene is a combination of powerful 
gases, maintained in liquid form, with- 
out pressure, and absolutely void of 
moisture. When Pyrene liquid is sub- 
5 jected to a temperature of 200 deg. F. 

or over, it is immediately transformed 
) into a heavy, dry, cohering, non- 
poisonous gas blanket. 


When the contents of one extinguisher 
is thrown on the fire 3,760 cubic feet 


The hotter the fire, the greater the 
expansion of gases. 


neither acid nor alkali. 


S|] Fae Pyrene liquid does not lose its strength 
or deteriorate with age. 


Pyrene liquid will not freeze at a 
temperature of 60 deg. F. below zero. 


Length 14 in. 
Prices $6, $7, and $8. 


Write for information. 


Pyrene Manufacturing Co., 1358 Broadway, New York City 


Extinguisher 
The Extinguisher 


throws a continuous stream of 


Pyrene 


extinguishing gas are generated. 


its liquid state Pyrene contains 


Weight 5 Ibs. filled. 








yields about 17 per cent. on the usual 
business of a city agent as against 15 


per cent. and 1 per cent. postage. If- 


any considerable volume of business is 
cone over a wide range of risks there 
must be an amount of correspondence 
and friction as to classification under 
the plan altogether inconsistent with 
harmony and discouraging to effort. 

“We have been in the business a good 
many years and have seen the work in- 
volved grow from comparative sim- 
plicity to increasing complexity, to 
which the graded plan of commissions 
is an irritating addition. Fifteen per 
cent. commission is not enough to com- 
pensate an agent in a fairly large city, 
considering a certain amount of broker- 
age which cannot be eliminated, and 
the expensive detail required in a pro- 
gressive office, plus the loss in income 
through sprinkler installations. Prop- 
erly representative agents in reason- 
ably large cities should be entitled to a 
choice of 30 per cent. flat and 1 per 
cent. postage, or 15 per cent. and 10 per 
cent contingent. The city agent who 
nets 10 per cent. for himself is the ex- 
ception and not the rule. 

“Twenty per cent. commissions would 
be more nearly commensurate with the 
result of the same energy ‘and intelli- 
gence in other lines of business, and 
would permit a more independent selec- 
tion of risks. Fifteen per cent., with 
10 per cent. contingent, would lead to 
co-operation and a personal interest in 
the success of the company through the 
success of the individual. This last 
precept is old, but still true in the minds 
of many rational agents. In our opinion 
the city agent gains very little if any- 
thing from graded commissions, and is 
not benefited by the plan either in tem- 
perament or pocket.” 

A. C. Munroe & Ingraham of Worces- 
ter, Mass.: “We believe the difference 
between the graded commission and the 
alternative (fifteen and one per cent.), 
so far as it applies to moderate-sized 
cities, is unworthy of consideration. It 
seems to us the suburban agent is the 

|only one to benefit by the graded com- 
| mission; he benefits because of the fact 
that his business is largely the higher 
commissioned class. The city of one 
hundred to two hundred thousand 
| population, with a general class of busi- 
|ness is not benefited; it receives no 
| consideration as an ‘excepted’ city, and 
| the preferred class is overshadowed by 
|the general manufacturing and mer- 
| cantile class. 

| “We have figured our business care- 
| fully and find a difference of less than 
| one-half of one per cent., between the 
two methods; this, however, in favor 
of the graded commission. 

Benson & White, of Lewiston, Me., 
say: “The graded commission plan has 
been in operation but little more than 
one year in this field—too short a time 
for a fair trial of the plan. So far as 
this office is concerned we are well 
satisfied and would not care to go back 
to the old plan of commissions. We 
believe that the contingent basis of 
commissions has some very desirable 
features, and if applied equitably to 
both the agents and the companies 
would work to the advantage of both. 
We are not prepared to say that we 
would prefer to change the graded plan 
for the contingent, as we have not given 
the matter sufficient study. We believe 
that an office representing several com- 
panies should not accept a higher com- 
mission from one company than an- 
other, but the same rate of commission 
should apply to all companies repre- 
sented.” 

Macomber, Farr & Whitten, of 
Augusta, Me.: “In reply to your 
question as to whether the agent benefits 
by the graded commissions, would say 
that an agency like ours, formerly 
representing 15 per cent. companies, 
does benefit somewhat. Whether our 
competitors who formerly represented 
companies which paid the very high 
rate of commission on preferred busi- 
ness are any better off than they were 
before we are unable to say, but rather 
doubt it.” 
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TITLE GUARANTY AND SURETY. 





Scranton Company Elects Vice-Presi- 
dent and Also Adds to Its 
Directorate. 


At the regular meeting of the Board 
of Directors of the Tithe Guaranty & 
Surety Company held on Friday last, 
Archibald MceM. Creed, who for some 
time has been the manager of the Cen- 
tral West Department of the Company, 
with headquarters at Indianapolis, was 
unanimously elected a vice-president, 
with headquarters at the home office at 
Scranton. 

Two vacancies in the Board were 
filled by electing Joseph A. Sinn and 
Hon. F. W. Fleitz as directors, Although 
Mr. Sinn has for some time been one of 
the vice-presidents, and still continues 
in that capacity, he was not, until the 
recent meeting, a member of the board 
of directors. 

Mr. Creed has had a large experience 
in the surety business, his first service 
having been with the United States Fi- 
delity & Guaranty Company of Balti- 
more. He graduated at the Maryland 
University of Baltimore as an attorney- 
at-law. His knowledge of the law has 
been of great assistnce to him in his 
chosen business, that of corporate sure- 
tyship. After his graduation in 1904, he 
moved to South Bend, Indiana, where he 
organized and incorporated the A. McM. 
Creed Company, which Company did a 
general line of insurance and surety 
business. After successful work in this 
line, Mr. Creed entered the service of 
the Title Guaranty & Surety Company 
in Indiana, and was afterward appoint- 
ed manager of the Company’s Central 
West department, which post he held 
until called to the head office as an ex- 
ecutive. 

UNDERWRITING MANAGER. 











Herman Behrens to Become a Leading 
Official of Continental Casualty and 
the Continental Assurance Co’s. 





An announcement of special interest 
is made this week by President H. G. 
B. Alexander of the Continental Casual- 
ty in the appointment of Herman 
Behrens, United States managing 
agent of the industrial department of 
the Pacific Mutual Life, to be a vice- 
president of the Continental Casualty 
and the Continental Assurance, the 
new life company under the same 
management, both of Chicago. The 
Continental Companies have two other 
vice-presidents, L. E. Rose and R. W. 
Hyman, whose duties continue as 
formerly. 

Mr. Behrens, who has been in Chicago 
for five years past with the Pacific 
Mutual leaves that connection on Oc- 
tober 1 to take up his new duties. The 
regret of that Company at losing him 
is very gracefully expressed by Vice- 
President D. M. Baker in a circular 
to agents this week. 

Although the exact scope of Mr. 
Behrens’ new duties has not been 
definitely announced, it is understood 
that he will have the general under- 
writing direction of both companies 
and will make a special move of ex- 
tending the work of the Continental 
Assurance in the life underwriting 
field. This Company, organized about 
a year ago, with a $100,000 capital, has 
been doing some good business, but has 
so far been mainly an adjunct of the 
accident and lines, in which the Con- 
tinental Casualty is easily the leader 
among the companies of this country. 

Mr. Behrens is acknowledged to be 
one of the best organizers in the agency 
field and by his change will enjoy the 
distinction of being the youngest life 
insurance executive in the business. He 
has made a remarkable record with tne 
Pacific Mutual in building up that 
Company’s industrial business, and he 
is an actuary as well as an agency 
rian, 

He was born in 1883 and is conse- 
quently only twenty-nine years did, 
but his training and his natural ability 
have brought him rapidly to the fore- 
front of the profession. He was edu- 


eated at the University of California 
and left that institution before gradu- 
ation, becoming assistant actuary of 
the old Conservative Life of Los Angeles 
in 1900. In 1903 he was made actuary 
of that Company and when the Con- 
servative and the Pacific Mutual were 
consolidated in 1905 under the name 
of the latter, he continued as actuary 
and was also assistant to President 
Wilbur S. Tupper. 


In 1907, the Company opened its 
industrial branch at Chicago and Mr. 
Behrens was placed in charge. Since 
then, he nas built up its business to 
the largest in volume and number of 
agents in the United States, writing over 
a million and a half a year in premiums 
in that department alone. He has also 
introduced into the business many of the 
progressive features which now char- 
acterize it. He has been identified 
during his career with the work of the 
Detroit conference and the International 
Association of Accident Underwriters 
and is perhaps one of the best known 
accident underwriters in the business. 
Mr. Behrens is a man of most pleasing 
personality and a great enthusiast in 
motoring and golfing. 

The status of the Continental Casualty 
is too well known to require mention 
but the combination of such leaders as 
President H. G. B. Alexander, and Mr. 
Behrens, together with the abilities of 
the well known publicist, Chauncey S. 
S. Miller, assistant to the president, 
makes a triumvirate that is certainiy 
invincible. 

Mr. Behrens will be succeeded with 
the Pacific Mutual by A. F. Calling who 
has been supervisor of agencies at the 
home office for a number of years past. 
Mr. Calling is a thoroughly progressive 
and effective organizer and most highly 
thought of by the Company, as shown 
by Vice-President Baker’s announce- 
ment. 





TO GUARANTEE BANK DEPOSITS. 





Equitable Casualty and Bank Depositors 
Guarantee Co. Formed at 
Columbus. 





Columbus, Ohio, August 14. (Special.) 
—Articles of incorporation have been 
issued for the formation in Columbus of 
the Equitable Casualty and Bank De- 
positors Guarantee Company, with a 
capitalization of $200,000 all subscribed. 
Besides guaranteeing bank depositors 
against losses by reason of suspension 
or failure the new company will insure 
on the health of individuals and against 
personal injuries. The officers of the 
corporation are: Thomas L. Zook, pres- 
ident; B. S. Stratton, vice-president; 
Scott Morris, secretary treasurer. These 
three, together with F. A. Griswold and 
R. J. Scothorn, form the board of di- 
rectors. An application for a license to 
operate in the State will be made in 
about two weeks. Mr. Zook is presi- 
dent of the Equitable Bank Depositors 
Guarantee Company, organized under 
the laws of the State of Arizona, which 
maintains offices in the Columbus Sav- 
ings and Trust Building. The new com- 
pany will operate in a broader field 
than the Arizona corporation, as it als» 
will participate in casualty work. The 
two are separate concerns. 





Will Operate in Massachusetts. 





Following its recent entry into Mas- 
sachusetts the International Fidelity In- 
surance Company of Jersey City, is ar- 
ranging to secure desirable agency con- 
nections at Boston and other centers 
throughout the State. 

The Company on July ist reported 
total assets of $596,578, with a policy- 
holders surplus of $482,414. The officers 
of the International Fidelity are: A. 
A. Altschuler, president; Cecil Pratt, 
secretary; O. R. Graham, treasurer; C. 
T. Johnson, assistant secretary and 
Henry T. Tissington, assistant treas- 
urer. 

Uneasiness is caused both managers 
and agents through the reports persist- 
ently made of rate cutting by the local 
men of Cleveland. 

















Capital Stock ~ 
Liabilities - 

Special Reserve Fund 
Net Surplus - 


Total Assets 


C, E. Sheldon, V. Pres’t. 





FIRE & TORNADO INSURANCE 


American of Newark 


Chartered 


P. L. Hoadley, President 


F. Hoadley, Asst, Sec’y. 


in 1846 


: $1,000,000.00 
- 5,081,886.03 
300,000.00 


° $9,344,434.55 


C. W. Bailey, Seo’y. 





























COMMERCIAL UNION 
ASSURANCE CO. 


LIMITED, OF LONDON. 





THE LARGEST GENERAL INSURANCE 
COMPANY IN THE WORLD. 


55 JOHN STREET. NEW YORK. 





QUITS THE ATLANTA HOME. 





Dowdell Brown Resigns Company’s Sec- 
retaryship to Enter General 
Agency Firm. 





To become a partner with W. F. Pa- 
tillo, of Atlanta, in the general agency 
of the Hamburg-Bremen for the States 
of North Carolina, Georgia, Alabama, 
Florida and Tennessee, Dowdell Brown 
will on the first prox retire from the 
secretaryship of the Atlanta Home In- 
surance Company. 

Mr. Brown is of the younger genera- 
tion of Southern fire underwriters and 
has “made good” both in office and 
field. He has been connected with the 
Atlanta Home since 1894, and has earn- 
ed a high reputation for effective work. 
Mr. Brown is secretary of the Associa- 





tion of Southern Fire Companies. 
The appointment of Mr. Brown was 
made by the chief United States office 


of the Hamburg-Bremen. | 





Woonsocket Agents Adopt 


Resolution. 





At the regular meeting of the Woon- 
socket (R. I.) Board of Fire Under- 
writers August 8, it was unanimously 
voted to pass the resolution adopted by 
the Intercity Conference of local agent 
at Buffalo in June 1912, as follows: 

“We express our unqualified approval 
of the sole agency principle and our 
disapproval of the course of those com- 
panies who evade and undermine this 
rrinciple by operating Underwriters’ 
Agencies.” 

“We recommend that whenever and 
wherever a change in agency represen- 
tation and or compensation is con- 


sidered, local boards and or iocal agents | 


stand for sole agencies.” 





Agency Change at Newark. 





The latest addition to the progressive 
Newark, N. J., agency of the Joseph M. | 
Byrne y is the Connecticut Fire, 
which finds itself in excellent company. 


Buffalo | 
| 








GERMANIA 


FIRE INSURANCE COMPANY 
NEW YORK 


ORGANIZED 1859 


Statement, canis 1, 1912 
Cash Capital..... $1,000,000.00 
ods. cis 6,852,645.96 
Net Surplus ke 2.989 6: 31.94 
Surplus for Policy 

Holders ....... 3,289,631.94 


HEAD OFFICE 
Cor. William & Cedar Streets 








Por The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - . 4,820,678.00 
Cash Surplus to Policy 
Holders - - - 2,288,079.00 
The rea! strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 
R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst. Sec’y 
JAMES W. HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 


NEW YORK 








WESTERN ano 
ATLANTIC FIRE 


INSURANCE CO. 


NASHVILLE, TENN. 


NET SURPLUS - $122,760.50 
mH. 4. meuapcousnnies Manager 


C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 


OPERATING IN 


Pennsylvania, Ohio, Maryland, Virginia, West 
Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 
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CASUALTY MEN CONVENE. 

(Continued from page 1.) 
the agency and field forces, the work 
can be done in no better way than by 
instrumentalities directed and con- 
trolled by the ‘International acting 
upon the army of agents through the 
companies by which they are employed. 
In speaking of State insurance he said 
that, while the underwriters are agreed 
that the States should not engage in 
the business of insurance, that the 
schemes for State insurance so far en- 
acted in this country will fail for the 
reasons so forcefully stated in the creed 
of the liability insurance companies 
issued within the year and that these 
schemes for State insurance in connec- 
tion with compensation should be oppcs- 
ed, it is clear that the underwriters are 
not of one mind as to the best way to 
combat the danger. How and when and 
through what agencies this danger to 
the State as well as to the companies 
may be averted should be discussed 
fully and considered carefully by this 
association, particularly in the liability 
section. 

H. G. B. Alexander, chairman of the 
executive committee, presented the. re- 
port of that committee reviewing the 
work of the association. 

Since the Jast convention there have 
been three accessions to regular meni- 
bership as fellows: Commercial Casu- 
alty Insurance Company, Newark, N. J.; 
Massachusetts Bonding & Insurance 
Company, Boston, Mass.; National Life 
Insurance Company, Chicago. 


Nine company members have re- 
signed as foliows: American Health & 
Accident Association, Des Moines, 


Jowa; American Life & Accident Insur- 
ance Company, Portland, Ore.; Guardian 
Casualty & Guarantee Company, Salt 
Lake City, Utah; Maine Insurance Com- 
pany, Portland, :Me.; Pacific Coast 
Casualty Company, San Francisco, Cal.; 
Pacific Surety Company, San Francisco, 
Cal.; Pennsylvania Casualty Company, 
Scranton, Pa.; Pittsburgh Casualty 
Company, Pittsburgh, Pa.; Woodmen’s 
Casualty Company, Indianapolis, Ind. 

John T. Stone, president of the Mary- 
land Casualty Co., offered the following 
resolution, which was adopted: 

Resolved, That that class of statutes 
known as resident agent laws, have ac- 
complished practically nothing in the 
direction of the objects they are avow- 
edly designed to accomplish; that they 
are a constant source of annoyance to 
companies 6nd agents and of embar- 
rassment to policyholders; that the 
theories underlying such laws are es- 
sentially wrong, and that, therefore, 
the executive committee of this asso- 
ciation is hereby instructed to make the 
most vigorous and persistent efforts to 
secure their repeal wherever they exist 
at the earliest possible date, 

Report of Committee on Blanks. 

The Committee on Blanks, of which 
B. D. Flynn is chairman, reported on the 
work of the year and the results of con- 
ferences with the Insurance Commis- 
sioners. The report follows: 

Fortress Monroe, Va., August 13, 1912. 

To the Officers andMembers of the In- 
ternational Association of Casualty 
and Surety Underwriters: 

Greeting: 

Your committee, after careful study 
of the question of changes in the mis- 
cellaneous blank, decided upon the fol- 
lowing recommendations and presented 
them at a hearing before the Committee 
on Blanks of the Insurance Commis- 
sioners’ Convention at the Hotel Man- 
hattan, May 14, 1912: 

1. (a) That the exhibit of State 
business upon page 7 of the blank be 
changed so that the first column would 
call for cash premium receipts rather 
than written premiums as at present. 

(b) Asan alternative proposition for 
(a) that a third column be added to the 
exhibit of State business, upon page 7 
of the blank, which would call for pre- 
miums upon a “cash” basis. 

In explanation of the above recom- 


THE hemaesicannnl U wctinteccssebocetiss i: 


August 16, 1912. 





wenieien:* it should be stated that com- 
-aratively few of the States supply the 
companies with tax blanks upon which 
to make the return of taxable premiums. 
The large majority of States use for this 
purpose the column of premiums writ- 
ten in the return of State business, upon 
page 7 of the blank. As most of the 
States require taxes upon the basis of 
“cash” premiums it is necessary, in or- 
der that the State exhibit of premiums 
upon page 7 may be used for the pur- 
pose of taxable premiums, that a change 
be made in the heading of the column 
calling for written premiums and that 
“cash” premiums be entered. The 
alternative (b) was offered as a step in 
the right direction—as one which would 
place this matter in a position better 
than it is at present. 


2. That, in view of the fact that ac- 
cording to present unearned premium 
reserve laws it is necessary for compa- 
nies to reserve the unearned premiums 
under contracts which were issued prior 
to October Ist of the year of statement 


“and which are in force at the end of the 


year, a credit be allowed as an offset 
for this item. 

The method suggested was to de- 
crease the amount of outstanding pre- 
miums on policies issued prior to 
October 1st which are deducted in non- 
admitted assets. 

Your committee felt that, in view of 
the fact that a reserve must be held for 
these contracts in force, some counter- 
balancing credit should be allowed par- 
ticularly in the division of liability pre- 
miums. 

3. That casualty companies should 
be permitted to value their bonds upot. 
the amortized basis. 

It was the opinion of your committee 
that the advantages of this basis of 
valuation should be allowed to casualty 
companies as well as to life companies. 
In view of the fact that bonds are es- 
sentially long term investments it ap- 
peared to your committee that the ad- 
vantage of placing high class bonds 
upon a basis which would remove the 
danger of depletion of surplus in time 
of panic, such as at the end of 1907, 
would be highly desirable for casualty 
companies. 

Several other minor changes in the 
blanks, mainly of an accounting nature, 
were discussed by your committee but 
in view of the expressed desire of the 
Committee on Blanks of the Insurance 
Commissioners’ Convention to make 
few, if any, changes in the blank this 
year, no recommendations were made 
in regard to these matters. 

At the hearing, the above recommend- 
ations were presented in typewritten 
form and the points involved were dis- 
cussed in detail. 

Your committee has been advised by 
the chairman of the Committee on 
Blanks of the Insurance Commissioners’ 
Convention that our recommendations 
were fully discussed but that it was the 
opinion of the committee that no change 
should be made this year in the mis- 
cellaneous convention blank. 

In closing, your committee would 
recommend that the Committee on 
Blanks, which is to attend to matters 
of this kind next year for the Interna- 
tional Association of Casualty and 
Surety Underwriters, be appointed at 
an earlier date so that more time will 
be allowed for obtaining the opinions of 
the companies and for the preparing of 
the recommendations for presentation 
before the Committee on Blanks of the 
Insurance Commissioners’ Convention. 

Respectfully submitted, 
B. D. FLYNN, Chairman, 
Cc. H. REMINGTON, 
Cc. E. SCATTERGOOD, 
Committee. 





New Plate Glass Manager. 





Ernest J. Miller has been appointed 
manager of the Plate Glass Department 
ot the Casualty Co. of America suc- 
ceeding G. W. Wilkinson. Mr. Miller 
is manager of the burglary insurance 
department of the Company and will 
hereafter have charge of both depart- 
ments. 
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BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 


UNITED STATES BRANCH 


January 1, 1912 
DB an sitinkes pope tesnentacends $1,657,481.26 
722,478.74 


HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen, Manager 








NEWHAMPSHIRE~ 





= 937,319.76 | amy 











FIRE msgs Co. 











[4.861.149 8 14008.601.54 \ 


f 5.196 .017746 1.510 .064.23 
ea eee | 
TOTAL LIABILITIES $2,496,304.53 
POLICY HOLDERS SURPLUS $3,229,504.8! 
































The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Ielegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
30 Vesey Street, New York 











AGENCIES 

178 Devonshire Gere Boston, Mass. 
626 Monadnock Building, _ Chicago. > 
1309 Traction Bul g: nei nati, 0 
801 Wabash Building. Pit 
a4 Dwight Building, Kansas City, Mo. 

ostal Building, Francisco, Oal. 
Bon Coetal Buildin: Beattle, Wash. 


Utica Fire Alarm Telegraph Oo., Zee, 
The Northern Electric & Mig 5. Conk 7 


G 1 Fire Appli: one geal 
eneral Fire Appliances 
Johan ngs Cont Africa 
Colonial Trading Uo. cineop 
nal Zone, Panama 
F. P .Danforth, 1060 oan as oja, 
Rosario de Santa Fe, Argentine Republic 











SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 

United States Branch, 100 William Street, New York 

ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 


MORRIS L, DUNCAN, U. 8. Manager 








Calumet Insurance Company 
CHICAGO 








84 WILLIAM STREET 3 


T. A. DUFFEY 


ae ae 


NEW YORK 








Lines BOUND and WRITTEN in Excellent Companies 
throughout United States, Canada, Mexico and Cuba 














WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA, 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE OO., of Onle 





100 WILLIAM STREET « « « - 


New York 
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SITUATION IN MASSACHUSETTS 


BALDWIN EXPLAINS LAW. 





PROF. 





Employers Insurance Association Con- 
trasted With Liability Companies 
—New Basis of Rates. 





F. Spencer Baldwin, secretary of the 
Massachusetts Employers Insurance As- 
sociation addressed the convention on 
the operation of employers insurance 
under the Massachusetts compensation 
act. Mr. Baldwin said in part: 

The existing laws might be classified 
broadly in four groups, representing the 
following types of workmen’ s compen- 
sation legislation: 

1. Compulsory compensation system 
with exclusive State insurance, as in 
Washington. 

2. Voluntary compensation system 
with exclusive State insurance, as in 
Ohio. 


3. Voluntary compensation system, 
with no special provision for insurance, 
employers insuring themselves gener- 
ally in the liability companies, as in 
New Jersey and other States. 

4, Voluntary compensation system, 
with special provision for insurance in 
a mutual association, organized under 
the act, employers having choice be- 
tween this association and the liability 
companies, as in Massachusetts. 

A common feature of the voluntary 
systems is the abolition of one or more 
of the common law defenses—contribu- 
tory negligence of the employe, negli- 
gence of a fellow servant, and assump- 
tion of risk—which have previously 
been available to employers in suits for 
damages. brought by injured workmen. 
This brings to bear upon employers a 
considerable degree of pressure to ac- 
cept the terms of the compensation act. 
An employer is not required to accept 
an act of the voluntary type, but, if 
he declines to do so, he is subject to 
greatly increased liability for negli- 
gence, 

The objection of this paper is to dis- 
cuss employers’ insurance under the 
Massachusetts Compensation Act. As 
a basis for such discussion, it may be 
well to outline briefly the leading pro- 
visions of the act. 

The Massachusetts Workmen’s Com- 
pensation Act, Chapter 751, Acts of 1911, 
which went into effect July 1, 1912, pro- 
vides for employers and employes who 
accept its provisions a plan of compen- 
sation according to a fixed scale, in the 
event of personal injuries “arising out 
of or in the course of employment” and 
resulting in disability of more than two 
weeks, except accidents due to the 
serious and wilful misconduct of the in- 
jured person. During the first two 
weeks—the waiting period prescribed 
by the law—the injured employe is en- 
titled to reasonable medical and hos- 
pital services. The scale of compensa- 
tion is based on one-half the loss of 
earnings, the amount not to exceed $10 
and not to be less than $4 a week, and 
the payments not to continue for more 
than three hundred weeks, except in 
the case of total disability, when they 
may extend to 500 weeks, the total 
amount payable on account of any one 
injury being limited to $3,000. Special 
extra payments are provided for serious 
accidents resulting in dismemberment. 
In the case of injuries due to the serious 
and wilful misconduct of the employer 
or his superintendent, the amounts of 
compensation are to be doubled. 

An Industrial Accident Board of five 
members is created to supervise the 
administration of the act. All contro- 
versies arising under the law are to be 
submitted to the arbitration of this tri- 
bunal. Its decision in matters of fact is 
final, but in matters of law appeal may 
be taken to the courts. 

Acceptance of the act is elective for 
both employers and employes. An em- 
ployer who rejects the act, however, is 
deprived of the three common law de- 








fenses, and thus subjected to greatly in- 
creased liability. An exception is made 
here in the case of employers of 
domestic servants and farm laborers, 
whose status at common law is not 
changed by the act. Employes are given 
thirty days after being notified of the 
acceptance of the act by the employer 


in which to decide upon their course of, 


action. If an employe does not serve 


written notice within that period that he : 


reserves his rights at common law, he is 
assumed to have accepted the compensa- 
tion plan. Employes entering the ser- 
vice of an employer after his acceptance 
of the compensation act are required to 
serve such notice at the time of taking 
employment. 

Employers who accept the act are not 


permitted to pay the compensation di-! || 
rectly to their employes, but are re-, 


quired to insure this obligation, either 
in the Massachusetts Employes Insur- 
ance Association, a mutual company 
created by the act, or in one of the lia- 
bility companies authorized to do busi- 


ness in the commonwealth. Thus, while | i! 


acceptance of the act is elective, insur- 


accept its provisions, with the option of | 


insurance either with the new associa: | 1] 


tion or with one of the authorized lia- 
bility companies. 

Compulsory insurance was regarded 
by the promotors of the act as an es- 
sential feature of an effective system of; 
compensation, since without the obliga-| 
tion to insure there would be no guar- 


antee for workers that they would re-| 


ceive the benefits due them under the| 
act. At present there are twenty-two 
stock and two mutual companies be-' 
sides the association, which have the 
authority to transact compensation in-| 
surance in the State. 

The feature of the policy of the as-| 
sociation of most interest to under- 
writers is the method of rate-making. | 
The directors of the association en-| 
trusted the task of making rates under | 
the compensation law to Mr. S. H.| 
Wolfe, consulting actuary, of New York ; 
city. Instead of following the usual 
method of computing and quoting rates | 
on a pay roll basis, Mr. Wolfe adopted 
an entirely different principle. The pay | 
roll basis was rejected as unsound. 

The reasons why the cost of compen- 
sation insurance under the Massachu-| 





setts law cannot be estimated and ex-| 


pressed in terms of the total pay roll| 
are inherent in the provisions of the act; 
with respect to medical and hospital | 


services, and minimum and maximum 
compensation payments. It is obvious 
that the cost of medical and hospital 
treatment, which must be furnished by 
the association or company carrying the 
insurance for employers, has no rela- 
tion to the total pay roll; it depends en- 
tirely upon the number of employes. It 
costs no more to provide medical and 
hospital services for a $3,000 man than 
it does for a $500 man. Again, the max- 
imum limit of $10 per week, and the 
minimum limit of $4 per week for com- 
pensation payments render the total pay 
roll an improper basis for the computa- 
tion and quotation of rates. Since all 
employes receiving more than $20 per 
week are entitled to only $10 a week, 
in compensation, and since all those 
getting less than $8 a week are to be 
paid $4 in compensation, it results that 
two pay rolls of the same amount in the 
same industry may represent very dif- 
ferent amounts of compensation liabil- 
ity, on account of the different distribu- 
tion of employes according to wages. A 
pay roll with a comparatively smal! 
number of high paid employes repre- 
sents a much lower amount of compen- 
sation liability than a pay roll with a 
comparatively large number of low paid 
employes. 





Special Agent for Liverpool & London & 
Globe. 





John E. Lansing, with Le Blanc & 
Railey, general agents at (New Orleanze, 
bas been appointed special agent for 
the Liverpool & London & Globe in 
Southern Mississippi, succeeding B. 
P. Walker, who was transferred to 
Atlanta. 














‘‘The Leading Fire Insurance Company 
of America” 


TWO HUNDRED AND THIRD YEAR 


SUN 
INSURANCE OFFICE 
OF LONDON 
FOUNDED 1710 
United States Branch: 

54 PINE STREET, NEW YORK 
Western Department: 

171 La Salle Street, Chicago 


Pacific Department: 
SANSOME AND SACRAMENTO STREETS 
San Francisco, Cal, 


Agents Wanted at Unrepresented Points 








CASH CAPITAL, $5,000,000.00 








! EXPERT 


ance is obligatory for all employers who | 


‘Suite 720-29 So. LaSalle St. ,Chicago, Ill. 


TELEPHONES: Randolph 6816 and 6817 


Do you read THE EASTERN UNDER- 
WRITER “ads”? 
They are meant for you. 


i =a WM. B. CLARK, President 
GEORGE J. KUEBLER Vice-Presidents, 

| Henry E, REEs A. N. WILLIAMS 
Attorney - at - Law eee 

Cc ary, 
LEGAL COUNSEL ON E. J. SLOAN 
‘ INSURANCE MATTERS Assistant Secretaries, 
Briefs of the Law in any State E.8.ALLEN GUY E. BEARDSLEY 
on Matters of 


RALPH B. IVES 
INSURANCE | 


W. F. WHITTELSEY. Jz... Marine Secretary 
a Specialty 
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JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 











THE COMMERCIAL FIRE, of Washington, D. C., 
(22 years old) is known throughout the United States 
and known favorably. It commands the respect of prop- 
erty owners and also the respect of the agents who repre- 
sent it. How would you like to be one of those agents? 
Write us, anyway. 








INSURANCE CoO., Ltd. 


OF YORK, ENGLAND 


THE YORKSHIR 


Is now entered for Agency Business iri New York, Massachusetts, Obio, Illinois, Pennsylvania, New 
Jersey, Maryland, Louisi~ na, Georgia, and the Pacific Coast States, and will soon be prepared to con 
sider other territory. 

ESTABLISHED 1824 

The “Yorkshire” is the Oldest and Strongest of the English Fire Companies not heretofore repre 
sented in the United States. 

Ample funds have been furnished for purposes of United States deposit and investment. 


FRANK & DU BOIS, U. 8S. Managers ERNEST B. BOYD, Underwriting Mer. 
0. E. LANE, Superintendent of Agencies 
47 William Street, New York 


New York Life Insurance & Trust Co., U. 8S. Trustee, 52 Wall Street 








American Union Fire 


Insurance Co. of Philadelphia 
CAPITAL $500,000, FULL PAID 


(Organized and Incorporated Under the Laws of Pennsylvania) 
JAMES F. STONE, President 
331-337 Walnut Street PHILADELPHIA, PA. 
Correspondence Invited from Agents Where Not Already Committed 














WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 


Managers Accident and Health Department 


PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 

for New Jersey Incorporated 1868 Assets Over $18,000,000 
Third oldest American Company writing Acciden* and Health Insurance. 
Assets over $13,000,0U0. Stockholders’ Liability unlimited. Double 
Indemnity Clause includes while on the Platform, Steps and Running- 
Board of any public conveyance. Physicians, Surgeons, Undertakers 


and Dentists receive all benefits of preferred risk without extra charge. 
SEE OUR NEW SAMPLE POLICY. NONE BETTER. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 
Incorporated 1906 


Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 








All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 
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AGING ACCIDENT PROBLEMS 


H, R. WOODWARD TELLS OF EVILS. 


Reformation Needed in Accident Poli- 
cies, Says Executive—Business 
Conducted With Economy. 





H. R. Woodward, vice-president of 
the Fidelity & Casualty Co. and vice- 
president of the Personal Accident and 
Health Section of the Association, de- 
livered a strong address on the general 
situation in those lines in which he 
pointed out frankly the dangers that 
confront this branch of the business, 
especially in the rapidly increasing loss 
ratio and told the accident underwriters 
that the time had arrived for a refor- 
mation of accident contracts. Mr. 
Woodward said in part: 

The evolution of the accident policy has 
been brought about, not so much—and I 
want to emphasize this statement—not so 
much by reason of competition, as by what 
appeared to be necessary to the companies 
doing the larger volume of business to more 
thoroughly interest the public in the proposi- 
tion of accident insurance. That the liberal- 
ization of accident contracts has worked 
wonders in this respect is very apparent if 
we compare the volume of business in these 
days with the volume of business done in 
the years gone by. Whether as respects vol 
ume to volume or dollars and cents per 
capita, it establishes this one important fact, 
that the liberalization of the accident con- 
tract has enabled the companies doing that 
line of business to build up a very large and 
important volume, favorably comparable, I 
think, with the business in any other insur- 
ance line. 

Nor was this all. I believe it was recog- 
nized by the leading companies many years 
ago that the premium they asked for this 
insurance, particularly for what is known as 
the ‘“‘Select’’ classitication, was too large, 
and in order that we might give a sufficient 
quid pro quo, the policies were further lib- 
eralized. But—and this is a most important 
but—the pendulum that swung too far on the 
side of profit, and which we hoped to bal- 
ance safely over neutral ground between 
profit and loss and keep swinging there in- 
definitely, now swings too far the other way. 
and if we be not careful about the propet 
regulation of this business timepiece, will 
swing so far over the loss side, as to force 
the old clock to stop altogether, and then 
it may perhaps take better accident mechan 
ies than you and I to put it in order again. 
Is it not wise, using the same analogy, to 
take time by the forelock and put the old 
clock in order, so that she may run indefti- 
nitely and keep proper time for the com- 
panies that are engaged in this line of busi- 
ness ¢ 

The reason most popularly assigned for 
the unprofitable results from the form of 
accident insurance that is now upon the 
market is that there are too many “frills” 
in the contract. Who coined the word 
‘frills’ I do not know, but personally I 
consider it a misnomer, for most of the 
features So designated are considered by all 
companies, I believe, as thoroughgoing in- 
surances having a certain, definite value, and 
if we are to consider them with a view to 
their entire elimination, we would strip the 
contract of possibly the greater part of its 
attractiveness to the insuring public. 

The reformation of Accident and Health 
policies has been attempted before in an 
effort to eliminate the so-called ‘frills.’ The 
effort failed, possibly because we attempted 
too much, but the rock upon which we final- 
ly split, and upon which we may split again 
is “Accumulations,” for at the time of. the 
“near agreement,’”’ there was practical un- 
animity on every question but that single 
one. Were it possible that every company 
could be persuaded to agree to eliminate from 
all future new contracts accumulations of all 
kinds or any suwbstitute therefor, it ‘‘were 
a consummation most devoutly to be wished.”’ 

The effort that is being made by your 
Standing Committee is perhaps not intended 
to have so drastic or far reaching effects as 
previous efforts, and if it should be sue- 
cessful, I believe there would be much to 
be grateful for. Its success would, I am 
sure, put the business upon a saner and 
safer basis, and give the public to the very 
fullest extent all that can safely be given 
for the premium it pays. 

It seems to me that the companies do not 
appreciate, or perhaps some of them are not 
familiar with the steady and constant rise 
of the death hazard under accident insur- 
ance policies. The compilation of statistics 
of my company prior to the year 1903 shows 
that it required 16 per cent. of the premium 
to pay for the losses under the policy by 
reason of accidental death. Taking the rec- 
ord in five year periods, it shows during the 
years 1908 to 1907 inclusive, a death loss 
ratio of 17.3 per cent. and that from 1908 
to 1911 inclusive the death loss ratio was 
18.3 per cent.; and during these nine years 
the indemnity loss ratio kept pace with the 
death, and this is the experience of a com- 
pany that has never granted accumulations 
under its accident policy. 

The business that produced this loss ratio 
has been a carefully selected one. It is 


therefore impossible to get away from the 
conelusion that had the policies issued been 
full accumulated policies or policies givin 
50 per cent. more death benefit, the dea 
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loss ratio would have increased by over 
9 per cent., making a total of 27% per cent. 
for this one feature of the — 

This being so, I find it di it to see how 
it is possible to ant insurances giving 530 
per cent. larger death indemnities or accn- 
mulations that will eventually so result, and 
come out on the right side of the ledger, 
especially when there is this constant and 
persistent increase in the indemnity end of 
the contract. 

I also wish to call your attention to the 
fact that there is a steady and constant in- 
crease in losses paid under what is known 
as the “double indemnity” clause, and a 
proper limitation of the provisions of this 
clause, confining it more or less closely to 
the benefits for which it was created, is, to 
my mind, an almost absolute necessity. In 
the last five years the Fidelity and Casualty 
Company hag paid in death losses under this 
double indemnity clause for accidents as fol- 
lows: 


Railroad and street cars ............ $117,400 
Burning buildings ..........cceeeeees 161,000 
BEOMMMPOMES 2 occ cccccccdccccccesce » 20,000 
RUUD Sab cdcccsesvccsccescacedess 10,000 

Or O Webel GE ..ceccccascvacsivicise $308,500 


The payments for weekly indemnities under 


the same clause amounted to $428,507, mak- | 


ing a grand total of $737,007, a larger pro- 
portion of the total losses than this company 
or any other company ae paying 
under thig provision of the policy. I think 
that the companies would welcome a refor- 
mation of the contract in this respect. 

But as to the hazard that interests us all 
most, I find that it is increasing by leaps 
and bounds. I wish you to particularly mark 
these figures as the experience of one com- 
pany, and that the company I represent. The 
proportion of our losses paid on account of 
automobile accidents was as follows: 


ME 5. cbbe bane aie Ses kanlewees 7.1 per cent. 
BE vce vese tess ccessnentee 7.8 per cent. 
BOE Binteerewacebheeaneaname - 10.6 per cent. 
|. Pree ree ee oe ere 13.5 per cent. 
SO.» cicedanaua deus o65 cen hae 16.0 per cent. 


In other words, one-sixth of our entire loss- 
es are attributed to automobile accidents, 
and when you take into consideration that 
no extra premium has been charged by any 
of the companies by reason of the introduc- 
tion of the automobile hazard, and that poli- 
cies have been broadened in their general 


coverage, it is not much of an enigma why | 


accident policies are likely to be most un- 
profitable ventures for companies issuing 
them. 

Not A Business Proposition. 

Therefore, I have to submit to this conven- 
tion that it is my firm belief that it is not 
possible to give a policy providing a _ prin- 
cipal sum of $7,500, doubling to $15,000, and 
$25, weekly indemnity doubling to $0 a 
week or a_premium of $650 a year, 
no matter how carefully the  lbusiness 
is selected, and if my belief is justified, 
how much more possible would it be to do 
this same thing under an accumulation pol- 
icy, even though the full benefits of it are 
not payable until five years hence? 

I appreciate that there is a sentiment 
abroad that perhaps the business ought to 
be done at a lower cost, both as respects the 
gotting of the business and the administra- 
tion of it after it is obtained. But speaking 
of the particular lines of business in which 
We are interested at the moment, I person- 
ally do not know of a company that is spend- 
ing a wasteful dollar on the administration 
of its accident and health affairs, nor do I 
know, except in a very few instances, where 
the business could be secured at a saving of 
money by paying representatives Jess re- 
muneration for the work they do for the com- 
panies than they now receive. 

The American public is a “queer bird.” 
It is not so constituted that it will come into 
your office or mine and buy a disability or 
accident policy as it would a suit of clothes 
or a pair of shoes, but it insists that if the 
companies want its accident and health in- 
surance—or any of its itmsurance, for that 
matter— they must send their men to get it. 
It demands that it be waited upon. It seems 
to be almost unthinking, as far as the ne 
cessity for insurance for personal protection 
or the protection of the family is concerned, 
and apparently only become aware that such 
protection is an almost absolute necessity, 
when the facts are made evident by the im- 
portunities of the,agent who solicits it. Then 
after the realization occurs, it is the agent 
who does all the work of getting the require- 
ments of the contract fulfilled; and after the 
contract is made, the agent is expected to 
look after his assured, and should a claim 
arise, he is the one called upon to be the 
go-between and see that the claim is adjust- 
ed to the satisfaction of the company and 
the assured. For this service he is. paid 
perhaps twenty-five per cent. of the premium. 

Business Economically Conducted. 

My observation of the whole field, con- 
sidering the results of the companies gen- 
erally, is that an agent, who, by diligent 
effort has secured a volume of business of 
$12,000 a year in accident and health prem- 
iums, has about all he can personally attend 
to, and it uires more than the average 
ability to secure that volume. It takes him 
all the hoars of the business day to keep 
that volume intact, for which he receives 
what? The munificent compensation of $3,- 
000 a year, or if, perchance, he is so fortu- 
nate as to receive yf r cent. commis- 
sion, he gets a salary o $5,600. 

I am here to say that there is not a line 
of business that I know of that, given the 
same effort, the same actual knowledge, a 
the, same quality of salesmanship, would not 
produce better financial results for the agent. 
Of course, it is the public who pays the bill, 
and it should, and my belief very fixed 
that it is willing to. 
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BURGLARY’S GREAT GROWTH 


P. 





Ww. LEARNED TELLS OF EVILS. 





Contracts Are “Insanely Broad” 
Says—Delicate Questions Involved 
in Underwriting. 


W. P. Learned, superintendent of the 
Burglary Insurance Department of the 
Fidelity & Casualty Co. delivered an 
address before the convention on “Bur- 
glary Insurance—Its Inception, Growth 
and Scope.” Mr. Learned is recognized 
as one of the pioneers in burglary in- 
surance and an underwriting authority. 
He told how the Fidelity & Casualty Co. 
first took the business up in 1892 and 
although many difficulties attended its 
introduction, by 1895 it had built up a 
premium income of $65,000 practically 
all of which was bankers burglary busi- 
ness. Now the companies do a business 
amounting to between $400,000 and 
$500,000 annually. Coming down to the 
present day, Mr. Learned said that bur- 
glary policies were “insanely broad,” 
and that this condition was not brought 
about by the demand of the insuring 
public, but by the agents and brokers. 


Policies “Insanely Broad.” 


“When you come to burglary insur- 
ance,” said Mr, Learned, “covering as it 
does at present all manner of losses by 
theft or disappearance what safeguards 
have the companies against the moral 
hazard, or even against what might be 
termed the physical hazard. And when 
claims are presented, what evidence is 
it possible to obtain to show that the 
articles claimed for have been stolen un- 
der conditions that would make their 
loss come within the terms of the in- 
surance, or that the articles were worth 
the value placed upon them by the 
claimants? The articles are gone, no 
vestige of them is left, and what else 
is it possible to do than to accept the 
claimant’s own statements as to valua- 
tion and everything else. Again, the as- 
sured may be reputable and honorable, 
but what do they, and much less we, 
know about the servants and others 
admitted into their homes, and in fact 
entrusted with the safekeeping of their 
valuables. On this point “Puck” had a 
few years since a very good cartoon: 
The banker at his office examining and 
bonding the five dollar a week clerk; 
at his house placing in the care and 
custody of a newly hired butler all his 
silverware, and in the care and custody 
of a newly hired maid all his wife’s 
jewelry and other valuables, and that 
too without very much, if any, investi- 
gation as to their honesty, past history, 
ete., ete., and without requiring any 
bond from either. In the bank, bank- 
ing office, railroad office and commercial 
houses not merely one clerk or employe 
in a position of trust is bonded, but 
every such clerk or employe is bonded, 
whether with opportunities for stealing 
many thousands of dollars or only 4 
few dollars from the petty cash, and the 
fidelity company secures a premium on 
each such employe. 


Some Inconsistencies Revealed. 


“In a large establishment the prem- 
iums aggregate a large sum. At the 
home we issue a policy in. such amount 
as the applicant desires, irrespective of 
the value of the jewelry, silverware, 
paintings and other personal effects 
which a thief could easily carry away 
with him. We charge a premium based 
upon not the value of the goods cover- 
ed, but the amount of insurance taken 


He 


out. We make no distinction in the 
premium charged where the assured 
does his own work, employing no ser- 
vants, and where he has one maid of 
all work, or a whole retinue of servants. 
What it amounts to is that under one 
policy and for one premium we practi- 
cally bond just as many servants as 
an assured employs, and do this without 
knowing the number of servants, who 
they are, or what access they have to 
our assured’s valuables and other pos- 
sessions. Excepting for the fact that 
people want good servants who will do 
their work well, why, since now the 
householder is able to secure burglary 
insurance at the present price, should 
he be concerned as to whom he admits 
into his house, knowing that if he is 
robbed by his servants he can recover 
from the insurance company. We now 
even go so far that we tell our assured, 
‘go away for the summer and enjoy 
yourself, and while away turn your 
house over to carpenters, plumbers, in- 
terior decorators, etc., etc., and leave 
them in charge of the house for three 
or four months and do not bother to 
pack up your silverware and other valu- 
ables. If among these artisans one or 
more is dishonest and avails himself of 
his opportunity to steal your things, 
why that is all right, we will make good 
your loss. All you have got to do when 
you come back in the fall is to tell us 
that silverware, bric-a-brac, furs and 
winter clothing are gone, and we will 
pay for them and replace your ward- 
robe.’ Burglary insurance is certainly 
an easy thing, and it speaks well for the 
insuring public that the companies are 
not all bankrupt. 


Nice Questions Involved. 

“Some companies to-day are not satis- 
fied with the coverage that we are now 
giving our assured, even though we 
cover the assured and all the members 
of his family residing with him, and 
all his relatives who reside with him, 
and in‘fact all his guests, but they are 
offering to extend the insurance for an 
insignificant premium to cover loss by 
robbery outside the premises anywhere 
in the United States from the person of 
anyone whose property would be cov- 
ered if lost from within the premises. 
They make this insurance conditioned 
upon the use of force or violence. Note 
the use of the word ‘or’ They say, 
however it is not intended to cover 
pocketpicking. What constitutes suffi- 
cient force to bring the loss under the 
terms of the policy? A jury will de- 
cide any force. How easy on the return 
from the opera or a ball or elsewhere 
for a woman missing a valuable jeweled 
ornament to claim its loss by robbery, 
claiming that she recalled at some time 
while out a slight tug on her dress. 

“Insurance against loss by robbery of 
money, securities and other valuables 
from paymasters, bank messengers, col- 
lectors and others, is another line of 
burglary insurance undertaken by the 
companies during the past few years. 
This line is growing to assume consider- 
able proportions, and while there is na- 
turally a very considerable moral haz- 
ard connected with it, it is my under- 
standing that to date the companies’ 
experience has been more or less favor- 
able. 

“Other lines that have been under- 
taken under the guise of burglary insur- 
ance, have been the insurance against 
loss of itteams on the streets, and in- 
surance against coat and umbrella loss- 
es. These, however, have not been suc- 
cessful, and if I am not mistaken they 
have been practically abandoned.” 
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BFRECTS OF AUTO HAZARD 


CAUSES HEAVY CLAIMS INCREASE. 








Bertrand A. Page of Travelers Presents 
Interesting Paper Giving Statistics 
of Company’s Experience. 





Bertrand A. Page, vice-president of 
the Travelers Insurance Co., at the 
meeting of the Personal Accident and 
Health Section held yesterday, delivered 
an address on “The Automobile Hazard 
and its Effect on Accident Claim Ratios 
—Select and Preferred Class Risks.” Mr. 
Page has supervision over the personal 
accident business of the Travelers and 
has an abundance of material and ex- 
perience to draw from for the interest- 
ing subject of his paper. He said: 

“Ten years ago, roughly estimated, 
there were less than one hundred thou- 
sand (100,000) pleasure automobiles in 
the United States and Canada. To-day 
there are at least nine hundred thou- 
sand (900,000) in use. There were one 
hundred and eighty thousand (180,000) 
automobiles sold in 1910, one hundred 
and ninety thousand (190,000) in 1911, 
and it is estimated that approximately 
two hunidred and ten thousand (210,000) 
new cars will be sold this year. The 
normal demand for new automobiles is 
from two hundred to two hundred and 
fifty thousand per annum. 


Claims Steadily Increase. 

“The figures which I will quote are 
taken from the experience of The Trav- 
elers Insurance Company and are based 
on claims totaling over $10,000,000. 
Prior to 1907 the effect of automobile 
losses on the experience was negligible, 
the losses paid for the five years, 1902 
to 1906 inclusive, comprising only 2.9 
per cent. of the total. Commencing with 
1907 the ratio has steadily increased 
from 5.3 per cent. for that year to 21.8 
per cent. in the year 1911, as follows: 
1902-1906 inclusive 2.9 per cent.; 1907, 
5.3 per cent.; 1908, 6.5 per cent.; 1909, 
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11.4 per cent.; 1910, 14.1 per cent.; 1911, 
21.8 per cent. 

While the auto claims have been steadily 
ou the increase, there has been no appreciable 


diminution in horse and vehicle accidents. 
The average amount paid for claims under 
this heading for the five years, 1902 to 1906 
inclusive, was 10.4 per cent. of the total 
losses. In 1907 the amount aggregated 15.5 
per cent. and while the ratio has decreased 
to 6.6 per cent. in 1911, the amount of horse 
and vehicle accident losses for the year 1911 
is about 15 per cent. in excess of the average 
for the five years, 1902 to 1906 inclusive 
The following is the ratio of horse and ve 
hicle accident losses to total claims: 1902 
1906 inchusive, 10.4 per cent.; 1907, 18.5 pet 


cent.; 1908, 9.3 per cent.; 1909, 9.8 per cent.; 


1910, 9.1 per cent.; 1911, 6.6 per cent. In 
the year 1911 we find horse and vehicle 
accidents constituting 6.6 per cent. of the 


total m amount of claims, and automobile 
accidents 21.8 per cent. of the total. 

Instead of making adequate provision for 
the automobile hazard which is a compara 
tively new one in Select and Preferred class 
risks, accident companies have been adding 
to their lability under policy contracts for 
risks in these classes. 

To iustrate the dangers attending 
operation of an automobile, I will quote a 
few specific cases of claims against accident 
companies—fatal cases—showing the diversity 
of ways by which an accident may occur: 

1—Lost control of auto which struck tele 
graph pole throwing insured out and frac 
turing his skull. 


the 


2—Auto struck by street car, insured 
thrown out and instantly killed. 

3—Auto struck by train, insured instantly 
kileal. 

4—Auto tire burst, car overturned, insured 
instantly killed. 

5—Repairing auto—tire burst—rim of wheel 
struck head of insured, causing fatal injuries 

6—Auto struck sand and overturned, in 


sured thrown out and instantly killed. 
7—Wheel collapsed, auto overturned, insur 
ed thrown out and killed. 


8—in collision with another auto, insured 
thrown out and killed. 

9—Auto skidded and struck fence, insured 
thrown out and killed. 

10—Filling gasolene tank, stepped on 
match, gasolene exploded, burns cause! 
death. 

11—BEngine stalled, failed to throw out 
gears; while cranking auto, it started up, run 
ning over insured, causing fatal injuries. 

12—While driving auto, chain jumped off 
sprocket wheel, allowing machine to run 
back ward and overturn—insured’s neck 
broken. 

13—Lost control of auto, which hit pole, 
insured thrown out and killed 


14—Auto collided with wagon at railroad 
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crossing, insured thrown out, nasal bones 
fractured—fatal injuries. 

These are only a few illustrations of the 
large number of claims in each class. 

Periods of Disability. 

It is not my intention to dwell on the long 
periods of disability caused by auto accidents 
other than to say that indemnity claims from 
auto accidents, May, 1906, to April 1, 1912, 
in the amount paid .were in excess of the 
death losses during the same period. S48 
claims were paid last year for cranking acci- 
dents alone. Of the 1.335 auto claims in 
1911, 1,317 were for mdemnity losses. The 
following cases are typical of the many: 

Disability. 
Weeks. Days. 
1—Looking at auto, caught finger 


in speedometer ........eeee0e 8 2 
2—Taking ,water out of auto, 

ecanght arm in shaft ........ 3 5 
3—Blocking auto which slipped, 

wheel ran over finger ....... 3 0 
4—Pushing auto out of garage, 

wheel ran over foot ......... 8 5 
{—Putting on tire, injured knee.. 22 0 
6—Removing shoe from auto, frac- 

"PAPO THEMED 2.6 coccccccecscs 11 0 
7—Removing cap from radiator of 

auto, wrist burned by steam 4 0 


8—Working on car, caught finger 


between spoke and brake 

WOE i ksiaeeaceeeransaver ones 9 5 
9—Putting chain on auto, caught 

BOGE. ci cecePesnsaee ddevecses 4 0 
10—Cranking auto, injured arm .. 5 2 
11—Cranking auto, inJured back .. 5 1 
12—Cranking auto, fractured arm.. 8 6 
18—Riding in auto, collided with 

coal wagon, fractured leg .. 26 3 
14—Thrown from auto while chang- 

I DOMED occcccccccveccevecs 7 5 
15—Thrown from auto which skid- 

ded, fractured collarbone ... 11 0 
16—Driving auto, struck by street 

CNP icdvcsrectdenheneseesseoe 10 0 
17—Cranking auto which started, 

crushed against wall ....... 10 2 


It is onr experience that the greater num- 
ber of claims do not come from the reckless 
use of an antomobiie, and from the nature 
of the accidents they might occur to any- 
one however cautious and conservative. 

When the automobile first came into popu- 
lar use, it was assumed that an extrm rate 
to cover the hazard was not expedient be- 
cause the proper use of an automobile is one 
of the customary diversions of outdoor life. 
We do not contend that it is any more haz- 
ardous to run an automobile now than it was 
ten years ago, but we do contend that he- 
cause of its use being almost universal, the 
exposure is one which must be considered 
in connection with insurance of the Select 
and Preferred classes. That the average 
automobile owner personally operating and 
caring for same should pay an extra rate is 
evident from the figures heretofore quoted. 
There are those who cannot safely be in- 
sured at less than Extra Special Hazardous. 

Comparative Exposure. 

A locomotive engineer is charged $18 per 
$1,000 for his insurance, but it is a safer 
exposure than the fast driving of a high- 
powered car; his road is charted for him and 
he is provided with every safeguard, human 
and mechanical, that years of experience can 
devise. He does not go through the country 
over strange roads at sixty miles an hour 
without signal light to guide him or know- 
ledge of the condition of the road over which 
he must pilot his train. 

We charge the engineer of a gasolene en- 
gine $10 per $1,000 yet the danger is practi- 
eally only that of explosion, and then only 
in very rare instances. There is no chance 
of the engine running over him when he 
starts it, of exploding tires, of skidding, of 
being run over by a railroad train, or of 
collision. 

We charge a chauffeur $10 per $1,000—yat 
his position depends on his care in operating 
the car. He is experienced and does the 
right thing instinctively. He has nothing to 
divert his mind. His interest is not in the 
scenery nor in the beautiful ladies who 
adorn the tonneau. He has not spent the 
evening at the club and if he wishes to 
hold his position he learns early that there is 
a strict prohibition applicable to chauffeurs 
only against the mixing of alcohol] and gaso- 
lene, even in small quantities. 

It canndt be said that the exposure is only 
an incidental one, such as hunting, fishing 
and other sports. The insured is at it daily 
or nightly from eight to twelve months fn 
the year. We can assume the hunting hazard 
for two weeks to a month each year, but if 
our insured makes hunting his business we 
advance his rate from $5 to $15 per $1,000. 

As to Rates. / 

Much has been said about the necessity for 
higher rates or a deliberalization of the policy 
contract. With automobile accidents consti- 
tuting in the year 1911 about 22 per cent. of 
the claims in amount and over 10 per cent. 
in number, it would appear that the remedy 
for the situation lies in the securing of an 
adequate rate in connection with the insur- 
ance of those who use automobiles daily. It 
is unfair to charge the non-user for the 
claims incurred by his more exposed neighbor. 

Ten years ago there was practically no such 
thing as an automobile accident. Last year, 
claims from Select, Preferred and Ordinary 
class risks were increased by automobile accl- 
dents 28 per cent. and this does not take 
Into account horse and vehicle accidents caur- 
ed by automobiles, nor injuries to pedestrians 
and persons on bicycles, motorcycles, etc., 
who were run over or into by autos. 

During the past few years, the automobile 
has been the big factor in increasing claim 
loss ratios, although unwarranted liberaliza- 
tions in the policy contract have not been 
without thelr effect. 





ROWE DEFENDS LIABILITY 


AGAINST ALL STATE SCHEMES. 








Vice-President of Aetna Life Tells Con- 
vention of Manufactured 
Prejudice. 





J. Scofield Rowe, vice-president of the 
Aetna Life Insurance Co. and vice- 
president of the Liability Section of the 
Association, spoke of the problems of 
employers’ liability and workmen’s 
compensation insurance and the neces- 
sity of popular education on this sub- 
ject. Mr. Rowe said: 

It is said that—“Liability insurance 
is on trial for its life’—but this I do 
not believe. 

I am willing to admit that there are 
disturbing elements in the present 
situation which would justify the state- 
ment that our business is now passing 
through the most critical period in its 
history—and is being maligned without 
cause or reason—but that it is on trial 
for its life is not apparent. 

The underwriting of liability insur- 
ance in the United States has always 
been surrounded by varied and complex 
problems, but never in the history of 
the business have the problems been 
so great in number, so varied in char- 
acter, or presented so many dangers 
and difficulties. 

It is not, however, liability insurance 
that is on trial—but the system of 
negligence law created by the people 
themselves, and which invited liability 
insurance to effect a proper distribution 
of its losses. It’s the system that’s 
wrong—not the insurance. 

In many States old negligence laws 
have already been replaced or supple- 
mented by laws designed to provide 
indemnity for all injuries received in 
the course of employment, and it is 
obviously the duty of liability com- 
panies to develop a system of insurance 
in sympathy with this new order of 
things. 

The foundations upon which Em- 
ployer’s Liability has rested, namely— 
laws governing the relation of master 
and servant and determining the lia- 
bility of the employer for injuries to 
employes—is being so radically altered 
and extended that the old superstructure 
of “insurance against law suits and 
damages” must be concurrently changed 
to—industrial accident insurance—other- 
wise known as Workmen’s Compen- 
sation Insurance. 

Workmen’s Compensation Laws. 


New Jersey passed the first important 
Compensation law which became ef- 
fective July 4, 1911, and similar laws 
have been enacted in: Arizona, Cali- 
fornia, Illinois, Kansas, Massachusetts, 
Maryland, Michigan, Nevada, New 
Hampshire, Ohio, Rhode Island, Wasun- 
ington, Wisconsin. 

Among all of these laws however, that 
of New Jersey, is undoubtedly the best 
—though far from ideal—since it is 
effectually accomplishing the desired 


results with the minimum official 
machinery and State regulation. 

The New Jersey schedule of benefits 
is reasonable, and with practically all 
former defences abolished—the probable 
cost of industrial accidents—under the 
law or otherwise—approaches so nearly 
to the same level that employers are 
left with no apparent inducement to 
decline its provisions. 

The elective feature of the New 
Jersey law is also commendable—since 
both employer and employe are pre- 
sumed to have accepted its provision 
unless they declare otherwise—and since 
it is human nature to follow the line 
of least resistence—it is undoubtedly 
true that a much larger number of 
employers are operating under the New 
Jersey Compensation law than would 
have been the case had the law re- 
quired them to take the initiative in 
electing to accept its provisions. 

It is contended by some that this 
elective feature may be fairly objected 
to on constitutional grounds. However, 
I believe this feature of the law can 
and will be maintained not only in 
New Jersey, but also in Illinois where 
the same method of election has been 
provided for. 

Public Prejudice Manufactured. 

Casualty insurance companies are 
being maligned and discredited because 
the system of “Employer’s Liability” 
which they have served faithfully— 
albeit at great loss to themselves—has 
been tried, condemned, and relegated 
to the scrap heap. 

The public generally has never under- 
stood the exact functions of Liability 
Insurance Companies, and this fact has 
made it easy for those socialistically 
inclined to manufacture a _ public 
prejudice that is menacing the very 
life of a business obviously essential to 
the public welfare. 

This public prejudice may perhaps 
have been stimulated by the wave of 
hostile legislation aimed at all insur- 
ance companies in recent years. How- 
ever, I believe that wave has reached 
its crest and is now receding. 

While it is generally conceded that 
the cost of procuring business should 
and must be further reduced—and this 
has been accomplished in States having 
Compensation laws—there seems to have 
been a wide difference of opinion as to 
whether—the end sought could possibly 
justify such radical means—as_ the 
limiting by law of the amount of its 
own money which a private corporation 
may expend. 4 

Reasonable regulative legislation 
should be encouraged and directed along 
proper lines, but any legislation de- 
signed to restrict legitimate develop- 
ment and competition—to prevent any 
private corporation, whether engaged 
in the insurance business or something 
else, from expending any amount of 
its own funds in its own way, so long 
as its financial obligations are fully 
protected—should be vigorously opposed. 

The public prejudice against Liability 
Insurance Companies that is doing the 
most harm, however, is based upon a 
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deliberate misrepresentation of facts— 
by parties whose statements and argu- 
ments are accepted as correct—by 
reason of their business and professional 
standing. 

For instance, in an argument before 
the Federal Employer’s Liability and 
Workmen’s Compensation Commission, 
June 16, 1911, in favor of a compulsory 
Federal Insurance Law, Miles M. 
Dawson deliberately misrepresented the 
business—by admitting as loss not 
what the insurance companies expend- 
ed directly on behalf of the assured— 
but merely an estimated percentage of 
the total loss which may have reached 
the claimants for damages. 


The question asked of Mr. Dawson 
was—is it not a fact that only about 
forty per cent. of the premiums col- 
lected have been received by “those 
that were insured, or those that suffered 
injury—.” 

Now the form of the question shows 
that the gentleman asking it had in 
mind the kind of insurance that insured 
the employe—not the employer—and 
this is the point where the public gen- 
erally never seems to have understood 
the real nature of Employer’s Liability 
insurance. 

It is difficult to believe that Mr. 
Dawson’s reply was deliberately intend- 
ed to misrepresent the facts—and yet 
he adds sarcastically that to credit the 
companies with expending forty per 
cent. of the premiums for losses is a 
“terrible libel”—which means that six- 
ty-five per cent. of the premiums was 
absorbed—presumably for expenses and 
profit. 

Is it any wonder that the public 
should become prejudiced against u 
business which it has never understood 
when such misleading statements—by 
men whose words should carry weight 
by reason of their professional standing 
—are allowed to go unchallenged. 

It may never have seemed desirable, 
but it would obviously be of advantage 
now, had the companies shown their 
Employer’s Liability loss experience 
separate from all other liability lines 
in their annual statements. 


Every liability underwriter knows 
that the loss ratio on straight Employ- 
er’s Liability policies exceeds by at 
least 15 or 20 per cent. the average loss 
ratio paid on other liability lines, and 
exceeds by at least 10 per cent. the gen- 
eral average shown on all liability, in- 
cluding employer’s, as shown by pub- 
lished reports. 

Every underwriter knows that the 
companies, without exception, have all 
lost heavily on the straight employer’s 
portion of their business; and while 
they have fought hard to obtain ade- 
quate rates, and to secure better results 
by a more careful selection of business 
—the irresistible undertow of public 
sentiment in favor of claim making 
and bigger judgments—which is now 
culminating in Workmen’s Compensa- 
tion Laws—has operated to prevent 
their even touching their toes to the 
sand—to say nothing of reaching a safe 
footing. 

Every liability underwriter knows full 
well that had it not been for the small 
margin made on lines other than “Em- 
ployer’s” Liability and the interest on 
invested capital, some of the companies 
—still with us—would have been justi- 
fied in giving up the struggle, as others 
have done, by climbing on the nearest 
reinsurance craft in sight. 

Merit System of Rating. 

Another problem we must solve, and 
that speedily, is the adoption of a logical 
and scientific basis of rating, based upon 
a merit system that will give employers 
rates for insurance in proportion to 
their accident prevention methods. 

The development of a rating system 
based upon a fixed standard of physical 
and—indirect moral hazard—with a 
penalty for all sub-standard, and credit 
for all super-standard features—I be- 
lieve to be one of the immediate neces- 
sities of the business—and that its adop- 
tion will do much toward establishing 
a more friendly relation between insur- 
arce companies and the insuring public 
generally. 
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SPECIAL TALKS WITH LOCAL AGENTS 





Why is there not more 


Those business in the personal 
Female accident line on female 
Risks. risks? There is one unani- 


mous conclusion among 
observing accident underwriters and 
that is that the risks are not being 
solicited. The National Agents Record 
on this subject says: 

“Results make it clearly apparent 
that female risks are not being can- 
vassed. The field of endeavor is ever 
widening for females, and they are 
rapidly establishing themselves as more 
efficient in certain kinds of employ- 
ment than men. The number of them 
employed to-day is at least ten times 
as many as there were ten years ago. 
Not only that, but they are earning 
better pay. Ten years ago one could 
pick from the best only. To-day they 
are all employed, and most of them 
are self-supporting. Not more than 1 
per cent. of them carry insurance. 
They are good risks. Why don’t you 
agents cultivate that neglected field? 
Half a dozen agents will dingdong at 
one male prospect, and the lucky agent 
thinks he has done a great thing, while 
at the same time a dozen good female 
risks are left entirely unsolicited. Get 
after them. Their time is just as 
valuable and needs just as much pro- 
tection as that of men. They lack 
understanding of this value and pro- 
tection. It’s the best field by far, su 
why not profit by this knowledge ana 
your advantage?” 

2 ~ 2 


James C. Castle, of the 
Standard Accident. gives 
some good advice and 
recites some interesting 
personal experience in 
the following from the Standard Acci- 
dent Bulletin: 

“Systematic soliciting is the only 
way to produce results. With many 
oi us, if we secure an application, we 
feel content. This ought not to be. I 
also think we rely too much on live 
policyholders for prospects. While we 
should have them plug for us, we should 
have some system. I think straight can- 
vassing will produce as many and as 
good applications as any way. I prefer 
going out to the end of a car line and 
canvass each place on my way in. This 
way, I have found that fewer solicitors 
have been over the ground than in the 
down-town districts. 

“Again, the noon hour stunt has been 
very profitable with me. Even though 
I do not always secure the application 
then, I do secure good prospects for 
future calls at their homes. I have 
been more successfull on the smaller jobs 
—say four to twelve men—as on these, 
you are not so apt to find the ‘Kicker,’ 
saying ‘I was stung by such and such 
a company,’ making it much harder to 
secure the application. High pressure 
business has never been profitable to 
me for when they have cooled off, I 
have found a large per cent. of lapses. 
This might be said of bunched business 
also; in this case, a dissatisfied claim- 
ant causes the trouble. If you are look- 
ing only for the first payment, go after 
these two classes; if for permanency, 
individual business I. think is prefer- 
able. 

“In closing with obstinate applicants, 
show them the human side of the 
proposition; also the small cost per day 
compared with the company’s liability, 
and the many reports of accidents 
about them every day. 

“Many solicitors are much more 
anxious for the first than the subse- 
quent payments, when, if they but real- 
ized, a satisfied policyholder (and these 
are only secured by selling insurance 
right) is their best asset. Often, I have 
heard them say, ‘It’s the money I am 
after.’ While this is true, it is the 
future they should look to as well. 
Unless the policy has been placed on 
its merits and sold right, there are 
breakers ahead for the adjuster and the 
company. I have found that with 
ninety-nine per cent. of disgruntled 


System in 
Practical 
Soliciting. 





policyholders, if everything had been 
explained there would not have been 
any dissatisfaction. Tell them about 
not paying for the first week, one-half 
if not confined, also that there are about 
sixteen diseases on which we only pay 
one month’s indemnity. If these are 
mentioned, you will not ‘kill’ the ap- 
plication, but will have a _ satisfied 
policyholder, as the applicant will agree 
with you, that these conditions are not 
unreasonable. 

“Solicitors are so apt to encourage 
the presenting of minor claims, think- 
ing they can secure more business. 
While it is true, the company is will- 
ing to pay all claims, I do not think 
they care to be troubled with minor 
claims, nor is it the intent of the policy. 

“So many solicitors are afraid to ask 


‘the applicant if he has had medical 


treatment, within five years. When in 
soliciting, the manager has found only 
a few applicants but what have, yet the 
majority of applicants from solicitors 
almost invariably contain the answer 
‘No.’ The trouble comes when the ap- 
plicant has a claim, and these things 
are discovered by the adjuster. The 
public gives the claimant the benefit 
of the doubt, and the company is held 
in ill repute. The solicitors should be 
more careful about the warrantees.” 
s ss 8 


If a business man is go- 

The Small ing to make a contract 
Contractor’s for the building or repair- 

Liability. ing of a house or the 
carrying on of extensive 
vperations, it is a matter of importance 
to him that the contractor he selects 
not only is mechanically competent to 
carry out the undertaking but has as 
well financial responsibility sufficient to 
secure and pay for any supplies or labor 
required. 

Under the Workmen’s Compensation 
Laws of several of our States if an 
employe in any work meets with fatal 
or disabling injury, the contractor is 
liable for payment of certain fixed com- 
pensation, and if the contractor cannot 
pay, the other party to the contract 
must. 

In order to secure a contract it is 
important that the contractor be able 
not only to show that his credit is good 
for whatever he may need in the carry- 
ing out of the contract, -but also that 
if accidental death or injury occur he 
has made definite and adequate pro- 
vision for meeting the resulting lia- 
bility. 

There is only one way in which such 
provision can be made and every con- 
tractor should always be able to show 
that he is protected by liability insur- 
ance in a good company. 

Nearly all large contractors are in 
the habit of securing this protection 
but in the past the smaller contractors 
have not always felt its necessity. 

Are you sure that every small con- 
tractor in your territory realizes the 
advantages of this protection and its 
assistance to him in securing contracts? 
—‘New Amsterdam Talks.” 
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A MISSOURI CORPORATION. 





Southern Surety Company to Transfer 
Headquarters from Oklahoma 
to St. Louis. 





To more thoroughly establish itself as 
a St. Louis organization where it has 
had actual headquarters for some time 
past, the Southern Surety Company will 
surrender its Oklahoma charter and re- 
incorporate under the laws of Missouri. 
It is planned to have a capital of $1,000,- 
000 with a like amount of surplus. 

Formed in 1907, the Southern Surety 
has @ present capital of $750,000, and is 
licensed in twenty-one States. 


A recent desirable accession to its 
management is E. P. Melson, who was 
elected chairman of the board of direo- 
tors. Mr. Melson is president of the 
Missouri State Life, one of the progres- 
sive life companies of the Middle West. 





PLEASED WITH LAW. 





Ninety Per Cent. of Employers 
New Jersey Claim to Have Sub- 
, scribed to Statute. 


| 

State Labor Commissioner L. T. | 
Bryant, of New Jersey, is authority | 
for the statement that the employers’ 
liability law has worked so well during | 
the past year that few changes in the | 
measure will be recommended to the | 
next Legislature. 

More than ninety per cent. of the 
employers of industrial labor in the | 
State have subscribed to the provisions | 
of the new statute. In place of con- 
demnation, which was manifested 
when the law was put in effect, the 
employers generally, have nothing but 
praise for the act. 

According to Commissioner Bryant 
there are only two large manufacturing 
piants in New Jersey not operating 
under the provisions of the compen- 
sation schedule of the act, and of these 
one has a compensation rate of its 
own in excess, in most cases of acci- 
dents, of the commonwealth’s schedule. 


in| 
} 








Assistant Manager C. C. Bacon of the 
Massachusetts Mutual Life resigned 
from the agency at Memphis, Tenn. He 
has made an agency connection with 
the Penn Mutual under Sibley & 
Erskine of the same city. 
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There Are Many 


Health and Accident Companies 
BUT 


ONLY ONE 


LARGEST 


THE 


CONTINENTAL 
CASUALTY COMPANY 


CHICAGO 
H. G. B. ALEXANDER, President 


‘* Kvery Time The (lock Ticks, 
Every Working Hour, 

It Pays A lime, To Somebody, 
Somewhere, Who Is 

SICK or HURT.” 














The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 











Insurance 


Capital & Surplus > 


Southwestern Casualty 
SAN ANTONIO, TEXAS 


President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 


Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 


Company 


$290,000.00 








Home Office, 


PLATE GLASS 
PERSONAL 
AND HEALTH 


DANIEL D. WHITNEY, Vice-Pres. 


THE 


METROPOLITAN CASUALTY 


INSURANCE Co. 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
47 CEDAR STREET 
Chartered 1874 


ACCIDENT 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, 
8. WM. BURTON, Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


OF NEW YORK 


POLICIES 


President 
ALONZO G. BROOKS, Ass’t Bec. 








HEAD OFFICE 
CHICAGO 


F. W. LAWSON 
General Manager 








THE SIGN, OF GOOD CASUALTY INSURANCE 





Established 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 


F. J. WALTERS 
Resident Manag 

5S JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 











1869. 


ENGLAND 
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SCRANTON 
Lire 


Has work for every good life agent in this 
territory. The more the merrier. 


New Policies---Renewal Contracts 


BOTH LIBERAL— 





J. B. DOCHARTY, Jr., Agency Director 
Colonial Trust Co. Bldg. - - Reading, Penna. 





COME SOUTH AND PROSPER 
ACT WHILE OPPORTUNITY CALLS JOIN FORCES WITH A SUCCESSFUL COMPANY 
An agency connection with the largest and most progressive Southern Life Company 


THE STATE MUTUAL LIFE OF GEORGIA 
assures success to the agent who will work, because he has behind him a company of 
stability, he has before him the most fertile insurance field to-day, and he is armed 
with the most maners and —_—— policy contracts on the market, including 
Monthly Income, Guaranteed mium Reduction, etc., carrrying new features such 
as Total Disability a ond Double Indemnity. The rates are lower and the contracts 
more liberal than those heretofore issued by the company. 

Our sommes contracts are an i a in life insurance 
give the agent all the business will stand 
STATE MUTUAL LIFE "INSURANCE COMPANY 
JOHN W. MADDOX, President J. C. O’DELL, General Manager of Agencies 
-:- HOME OFFICE, ROME, GEORGIA =-:- 




















CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives. 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 





BANKERS LIFE COMPANY 


DES MOINES, IOWA 


ERNEST E. CLARK, President ORGANIZED 1879 


Exceptional record during thirty-one years for 


Low Rate of Mortality 


Economy of Management Prompt Payment of Ciaims 
Gross Assets over - - ~ 7 $18,200,000 


SIGMUND W. MEYERFELD, General Agent 
Phone, Cortland 1399 149 Broadway, Singer Bidg., New York 
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PIONEER IN 


ACCIDENT AND HEALTH INSURANCE 


DISTRICT MANAGERS WANTED 


Salaried Positions and big future in cities in New York, 
Pennsylvania and New Jersey for producers and men 
capable of managing an industrial debit. . 


Address: National Casualty Company 
Majestic Building . 7 = o Detroit, Mich 


NATIONAL 
CASUALTY 














FIREMEN'S INSURANCE CO. 


NEWARK, N. J. 


Statement January 1, 1912 





RN so caw p8 oe on were $1,000,000 
Reinsurance Reserve................ 2,305,914 
All other Liabilities................. 261,030 
TC sc AB ee 2, 808, 680 
Ne SIIEDS sik-w ss on corieolc nated "$6,375,624 


DANIEL H. DUNHAM, President 
CHARLES COLYER, Vice-President 
A. H. HASSINGER, Secretary 
JOHN KAY, Treasurer 
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INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 
MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO.- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 
ORGANIZATION 
$154,461,000. 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 
ASSETS - $16,953,773 


LIABILITIES - $8,649,873 


NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8,303,900. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O. PLATT, 2nd Vice-President SHELDON CATLIN, Ass’t. Secretary 











NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1911 





ASSETS LIABILITIES 
Bonds and Stocks............. $7,491,467.60 Capital Stock..................$1,000,000.00 
Loans on Bond and Mortgage. 1,470,175.00 pemmrve - a oy weseee 6.075. apa.78 
Real Estate unincumbered.... 657,740.69 Reserve for Taxes, etc........ 5,000.00 
Cash on hand and in banks.--- 393,990.34 Special R rve for Con’ t 
Cach in hands of Agents....... = . ve PONE TIGINOs so ssccvnccsedssesus 2,645,909.35 
$10,792,293.34 $10,792,293.34 


H. A. SMITH, Vice-President 
Assistant Secretaries 
8. T. MAXWELL 


JAMES NICHOLS, President G. H. TRYON, Secretary 


F. D. LAYTON C. S. LANGDON 
SURPLUS TO POLICYHOLDERS $3,645,909.35 








Real Help For The Agent 


E have just placed a contract for advertising that will 

reach one out of every three farmers in Ohio, the 

most prosperous farming State in the Union. Direct leads 

will be secured for agents to develop. All your time can be 

devoted to closing business. We can use a few more live 
men—real producers—in this work. 


THE TOLEDO LIFE INSURANCE co. 


601-619 Nicholas Bldg. - ~ Toledo, Ohio 








The Great Western Life Insurance Company 


of Kansas City, Missouri 
GEORGE STEVENSON, Jr., President JAMES CHAPELLE, S 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 
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Desirable general agencies for men with records as producers. Address the Company 














If you will let us have your name and address, we will send you our 
prospectus, a pamphlet which we have prepared for the information of 
Agenis who contemplate taking on the representation of a Surety 
Bond Company. There’s money in this line for hustling, wide-awake agents 


Bie Oils Conran 


Gordon Scott, Superintendent of Agencies 
“WE ISSUE SURETY BONDS” 




















